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When Willys Started 
Stutz a Star 
Hobson’s Choice 


By 
Chris Sinsabaugh 


Sb DIED the other day at 
the University of Pennsylvania 
Club in New York City a man 
who was practically unknown to 
the present generation of the 
automobile industry and yet one 

who in his time 

played a most 


prominent part | 


in the forma- 
tive days of our 
big business, 
one whose fi- 
nancial support 
was largely re- 
sponsible for 
the develop- 
ment of three big 
motor car com- 
panies — Henry 


“I. F. Campbell 
F. Campbell. 


* * 


THE CAMPBELL saga is un- 
written history so far as Theodore 
MacManus’ “Men, Money and 


Motors” and similar text books of 
industry are concerned, yet it | 
this | 


th 
well deserves recital in 
column so it can be passed along 
to posterity when perhaps some 
LeRoy Pelletier of the future 
picks up the pieces and welds 
them into a dramatic, authentic 
story of the early days, which 
bristle so much with romance and 
color. As the pioneers of those 
pe ods drop off one by one, it 
becomes more and more apparent 
tha. the time is not far off when 
such a book can be written. 
ca * *~ 

THIS WRITER recalls many 
of the high spots of the Campbell 
saga, but it remained for Chester 
S. Ricker, now technical adviser 
of the McCann-Erickson Adver- 
tising Agency’s Detroit office and 
a former resident of Indianapolis— 
the stage of the Campbell activi- 
ties—to give the inside facts con- 
cerning a man whose faith in the 
automobile industry 27 years ago 
was responsible for Willys-Over- 
land, Stutz and H.CS. 

* *K * 


SO LET’S ROLL BACK the cur- 
tain to the panicky days of 1907 
when young John N. Willys, auto- 
mobile dealer and a_ graduate 
from the bicycle business, sallied 
forth from Elmira, N. Y., for 
Indianapolis to find out why he 
couldn’t get delivery on the Over- 
land cars he had ordered. There 
he learned the company was 
trembling on the brink, about to 
collapse because of the panic and 
no money with which to meet the 
payroll. 

That situation converted Willys 
from a dealer to an automobile 
manufacturer. He took command, 
brought the creditors together and 

(Continued on Page 22, Col. 1) 
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be reached if not exceeded 


Bankers Study 
Willys Plant; 
Outline Program 


TOLEDO.—Steady employment 
and production of automobiles at 
unusually low costs by Willys- 
Overland Motors, Inc., successors 
of the reorganized Willys-Over- 
land Co., was promised by David 
R. Wilson, president of the com- 
pany in conference with 125 in- 
vestment bankers of New York, 
Chicago, Philadelphia, Cleveland 
and other large financial centers, 
at the Willys-Overland plant here 
last week. 

The investment bankers came 
to Toledo to inspect the re-ar- 
ranged plant and to get more inti- 
mate picture of the activities of 
the new company, which expects 
to begin manufacturing opera- 
tions next month. 

Schedules of the new company 
call for the continuous production, 
with the first units coming off the 
assembly line in ample time for 
exhibition in 14 major automo- 
bile shows in November. The new 
company alre ady has received 

(Continued on Page 20, Col. 5) 





H. H. CURTICE, president of Buick, examines blue prints covering 
part of the $14,500,000 factory improvement now under way at the 
Flint plant in connection with the production of the 1937 Buick line. 


Left to right: O. W. Young, general 
Curtice, president, and C. T. Scannell, general manufacturing manager. 


Production Goal of 4,600,000 


For Industry Seems Assured 


By WILLIAM C. CALLAHAN 


DETROIT. — With production this month 
approximately 100,000 units for the entire industry, out- 
put during the first nine months of the year will run to 
about 3,425,000 units. On this basis if we are to reach the 
predicted total of 4,600,000 this year the final quarter will 
have to yield some 1,175,000 units. That this figure will 
in the final quarter now seems 
-® assured. 


superintendent; Harlow H. 


cut to 


During the fourth quarter of 
1935 production climbed to a total 
of 1,107,183 units. It must be 
remembered that at that time 
makers were skeptical regarding 
the public reaction to fall shows 
and fall buying and schedules 
were prepared with caution. This 

(Continued on Page 11, Col. 4) 


The Top Ten 


Passenger Cars 


First Ten in Registrations 
as Reported in ADN Today 
1936 —— 1935 
Pos. Make Pos. 
1—643,070 Chev. 396,891— 2 
2—507,731 Ford 583,634— 1 
3—318,882 Plym. 260,082— 3 
4—159,938 D’ge 118,555— 4 
5—130,628 Olds. 98,328— 5 
6—112,860 Pont. 92,534— 6 
7— 99,302 Buick 41,552— 8 
8— 66,840 Hud.* 49,126— 7 
9— 41,342 Stude. 25,613—10 
10— 37,116 Chrys. 29,202— 9 
*includes Terraplane. 


Total All Makes 


2,258,712 1,791,921 


See Total Registrations to Date, 1936- 
1935, pages 28 and 29, this issue. 


$6 Per Year, 10c Per Copy 


VICK LIFTS PLANT OUTLAY 


Added 14% Millions 


Brings Two-Year Total to 


30 Millions; ’37 Lines Start 


FLINT.—Simultaneous with the disclosure that pro- 
duction is under way in volume on the 1937 line, Harlow 
H. Curtice, president of Buick announced Friday that an 
additional appropriation of $14,500,000 is being spent to 
carry out the production and factory improvement in- 
augurated two years ago with a $15,000,000 expenditure. 

This brings the total expended in improvements by 
Buick to approximately $30,000,000 over a two-year period. 





Irving Woolson 
Named De Soto 
Chief Engineer 


DETROIT. Irving Woolson, 
who for the past eight years has 
served in the design and engi- 
neering depart- 
ment of three 
divisions of the 
Chrysler Cor- § 
poration, has § 
been appointed 
chief engineer 
for De Soto. His 
appointment was 
announced by F. 
M. Zeder, vice- 
chairman of the 
Board of the 
Chrysler Corp. 

Woolson start- 
ed his automotive career in 1928 
when he entered the design de- 
partment of the Chrysler Corp. at 
the Highland Park plant. Pre- 
vious to that time he had been in 
the construction and mechanical 
departments of the American 
Smelting and Refining Co. in New 
Jersey. 

After two years with the Chrys- 
ler Corp, he was transferred to 
the Dodge division in the bus and 
truck engineering departments. In 
1932 he became general assistant 
on car chassis for the Plymouth 
division. 

Woolson has been associated 

(Continued on Page 3, Col. 5) 


Irving Woolson 


The program, launched when 
Buick started plans for its suc- 
cessful 1936 line of cars, covers 
every phase of manufacturing 
activity— plant and equipment, 
new tooling and re-arrangement of 
production facilities—and was de- 
signed not only to increase plant 
capacity, but also to inject the 
most modern and efficient meth- 
ods into engineering and produc- 
tion. 

Except for approximately $1,500,- 
000 devoted to the construction of 
new factory buildings disclosed in 
a statement by Curtice a few 
weeks ago, the new appropriation 
is going into machinery, tools and 
complete re-arrangement of de- 
partments to step up production. 

Buick has enjoyed an unusually 
successful year, its 1936 cars found 
a ready market. A considerable 
number of unfilled orders had to 
be cancelled when production was 
stopped for the change over to 
the 1937 models. 

“Buick’s $14,500,000 factory ex- 
pansion for 1937 follows upon an 
expenditure of more than $15,000,- 
000 completed a year ago,” Curtice 
said. “At that time widespread 
changes were effected in the vari- 
ous production divisions of the 
company, increasing capacity and 
bringing up to date the machinery 
and methods employed at Buick. 

“During the past year the heavy 
increase in volume has taxed 
these facilities to the limit. The 
current program will further in- 
crease normal! final assembly 
capacity from 800 to 1,000 cars a 
day and will provide for more 


(Continued on Page 14, Col. 4) 


Second Highest August 
Reported for Chevrolet 


DETROIT.-—-August went into 
the records as another banner 
month for Chevrolet. Combined 
sales of cars and trucks were 95,- 
905 units, the second-largest Au- 
gust figure in Chevrolet’s history. 
Truck sales, reported at 23,249, 
were the highest ever made in 
August, and the second-highest 
ever made in any month. 

An additional highlight of the 
dealers’ sales performance _ in 
August was their sale of 165,197 
used cars, nearly 20,000 units 
more than they sold in August, 
1935. Used car stocks nationally 
decreased 3,527 units in the last 
10 days of the month, and as this 
month opened were more than 


7,500 units lower than at the same 
date last year. 

Chevrolet production for August 
in the United States alone totaled 
87,673 units, the third highest 
August figure since the all-time 
record for that month, established 
in 1928. 

This does not include passenger 
cars and trucks built for export 
and in Canada. 

The month saw the completion 
of Chevrolet’s 12,000,000th car, 
which came off the assembly line 
at Flint Aug. 5, eight months and 
one day after production of the 
11,000,000th, and which, with rac- 
ing driver Harry Hartz, at the 
wheel, is now enroute to the 
Texas Centennial Exposition at 


Dallas. 





DETROIT. - — Factory sales at: 
cars and trucks in August by 
members of the Automobile 
Manufacturers’ Assn., according 
to preliminary reports, totaled 
206,041, 15 per cent above the same 
period last year. ADN estimates 
Ford factory sales for August at 
69,400 units during the three 
weeks the plant was operating, 
which would bring the industry's 
total for the month to 275,441 
units. ADN had previously esti- 
mated August factory sales at 
275,000 units. 

The figure for AMA members, 
although down 39 per cent from 
July, was the highest August 
figure since 1929. 

Factory sales of AMA members 
during the, first eight months of 
this year, on the basis of the 
association’s estimate, amounted 
to 2,505,451 cars and trucks—27 
per cent above the same period of 
1935, and 80 per cent above the 
five-year average for the period. 

Operations of the association 
members and others are summar- 


ized below: 

Industry 
Total 
275,441 
451,474 
245,075 
$21,739 

2,919,900 


Others 
69,400 
113,789 
178,946 
$16,288 
948,322 


AMA 
206,041 
337,685 
179,918 
2,505,451 
1,971,568 


Month 
August, 1936 ..... 
July, 1936 beeen 
August, 1935 ..... 
8 months, 1936... 
8 months 1935.... 


Inventor Claims 


Device Will Stop 


Carbon Monoxide 


MONTREAL. — Perfection of a 
gadget which its inventor claims 
will transform deadly carbon 
monoxide fumes into harmless 
gas was announced here by John 
Forbes, of Winnipeg, a garage- 
man. 

The device consists of a small 
ean of solidified chemical. It is 
attached to the engine coil and 
connected with the intake mani- 
fold to counteract the generation 
of monoxide and transform it into 
carbon dioxide. 

The attachment, Forbes says, i 
the result of two years of experi- 
ment. He believes it will solve 
the problem that has baffled au- 
tomotive engineers since produc- 
tion of the combustion engine. 

In tests conducted by the in- 
ventor, crows and sparrows were 
placed in closed cars with the en- 
gine running. Without the at- 
tachment the cars were backed 
into a garage and the birds were 
dead within a minute. With the 
attachment they were not affected, 
he claims. 


Gyp Plug Sales 
Are Set Back in 
Federal Court 


DETROIT.—The Champion 
Spark Plug Co. scored in its fight 
to clean up _ trade _ practices 
(against unfair competition) this 
week when Federal Judge Ed- 
ward J. Moinet handed down a 
decision enjoining the sale of re- 
conditioned spark plugs unless all 
identifying marks of the original 
spark plugs are completely re- 
moved, the appearance changed, 
the shell and bushing painted red 
and plainly marked “used.” 

In its opinion, the court upheld 
the recommendations of Special 
Master in Chancery William S. 
Sayres in a suit started by Cham- 
pion several years ago against 
Jack Emener of Detroit, a recon- 
ditioned spark plug wholesaler. 

The decision, which finds 
Emener’s business “permitted and 
assisted his customers to deceive 
the public,” was hailed as a 
signal victory by R. A. Stranahan, 
president of Champion. 
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August Factory Sales Total Placed at 275, 441 


15% Above July Figure; 
7-Year High tor Month 


', ay Hoa Pleads 
For Co-operation 


With Patrol Boys 


CHICAGO.—In an attempt to 
reduce the automobile death toll 
among school children, Charles 
M. Hayes, president of the Chi- 
cago Motor Club, has asked dri- 
vers to co-operate with school pa- 
trol boys wh resume their posts 
with the opening of schools. 


Pointing out that the national 
automobile fatality rate among 
children of the age group coming 
under the supervision of patrol 
boys has decreased 25 per cent 
while the general automobile 
death rate has increased 81 per 
cent, Hayes said: 

“The school safety patrol has 
accomplished marvels in protect- 
ing children from death and in- 
jury, and it will do even more 
with the increasing co-operation 
of the driver. 


“The first months of school are 
particularly hazardous, since the 
streets are full of young children 
many of them going to school for 
the first time and consequently 
unfamiliar with making their 
way through traffic. 


“It is the task of the school 
| safety patrol boy to see that chil- 
| dren remain on the curb until 
traffic conditions are such that 
they may cross the highways 
safely. 

“When the motorist sees the 
boy in his Sam Browne belt 
standing in the street with arms 





outstretched, the driver should 
co-operate by halting his vehicle 
until the children are safely past 
and the patrol boy has returned 
to the curb.” 





Sealed Power 


Special Wins 





Pikes Peak Climb 


DENVER.—Louis Unser, Colo- 
rado Springs, in his special Sealed 
Power racing car covered the 12- 
mile course up Pikes Peak Labor 
Day to win in 16 minutes and 
281/10 seconds. This was 20 sec- 
onds slower than the time set by 
Unser in 1934. Al Rogers, driving 
a Joe Coneff Ford Special, took 
second. His time was 17 minutes 
and 96/10 seconds. Jerry Unser 
was third with 17 minutes and 
144/10 seconds. Joe Thorne, 
Tucson, Ariz., was fourth with 17 
minutes and 44 seconds. 


The race was sponsored by 
the Veterans of Foreign Wars 
and approved by the AAA. The 
other five entrants finished as 
follows: Walter Killinger, Denver, 
Killinger Special, 18:16.8; Johnnie 
Mauro, Denver, S. O. McDonald’s 
Special, 18:28; Bud Martinson, 
Denver, Ford Special, 19:48.8; 
Marty Keller, Denver, Keller Spe- 
cial, 19:51.9; Phil Shafer, Indian- 
apolis, Ind., Shafer Eight Special, 
19:56.9. 


Bear to Check Racers 


At Roosevelt Raceway 


ROCK ISLAND, IIl.— Bear 
alinement service and Bear ex- 
perts will be on hand to give all 
the entrants a thorough alinement 
checkup preparatory to the first 
racing event in the new Roose- 
velt raceway at Westbury, Long 
Island. 

Equipment will be conveniently 
located near the track so that 
drivers may make last minute 
checkups’ before qualifications 
and before the race. 





| five 


| Studebaker distributor or dealer 


| given a 
|} card. They will also be given a 





CAR DISTRIBUTORS from all over the country were called in to Lansing this week by R. E. Griffin, 
manager of car distribution for Oldsmobile. Griffin is shown at the far end of the table, putting his men 


through the jumps, 





Predict Election Result 


And Win 


SOUTH BEND.—An_ unusual 
prize contest has been announced 
by Paul G. Hoffman, president of 
the Studebaker Corp. 

The contest, which has received 
the approval of the United States | 
postal authorities, is called “The | 
Presidential Sweepstakes” and/| 
participants will attempt to pre- 
dict the outcome of the November 
presidential election. 

Hoffman has posted five prizes, | 
1937 Studebaker President 
cruising sedans, for the five per- 
sons who most closely predict the 
result of the voting in November. | 
In case of ties duplicate prizes 
will be awarded. 

Persons desiring to enter are 
asked to go to their nearest 


they will be 
or entry postal 


showroom. There 
“ballot” 


pamphlet which carries the re- 
sults of previous presidential elec- 
tions and will prove helpful in 
their prognostications. There will 
be no charge for these. All con- 
testants must be adults, no minors 
being eligible. 

After the contestants have done 
their “doping” of the result of 
the President Roosevelt-Governor 
Landon battle, they will record | 
their predictions on the voting | 
card and mail it to Hoffman at| 
South Bend. 

The contest will close Oct. 30.) 
There is to be one and only one | 
judge, Paul Hoffman, who will} 
make his decision and award the | 
prizes as soon after the November | 


voting as possible. 


Bantam Trucks 
Evoke Interest, 
Evans Reports 


BUTLER, Pa— Interest 
new 1937 American 
which is to sell in the $300 class, 
seems to center in the one-quar- 
ter ton delivery truck, reports R. 
S. Evans, president. The truck 
will be made in two styles and 
custom bodies will be obtainable. 

Truck inquiries have been re- 
ceived from persons engaged in 


in the 
Bantam | 


27 different lines of retail busi-| 


ness, Evans declares. 

The Bantam passenger car will 
be made in four models, Evans 
states. Preliminary body designs 
have been completed under the 
direction of Thomas L. Hibbard, 
vice-president in charge of de- 
sign. 

Harry A. Miller, whose motors 
have won the Indianapolis races 


| been modernized and 
up to a production schedule of a} 
| completed car in five minutes, ac- 


| employed, at least part time, 
supplying 


| ican 





for nine straight years, has a 
staff of engineers at work com- 
pleting the details on the new 
motor which will be used in the 


a Studebaker 





American Bantam. Miller is vice- | 
president in charge of engineer- 
ing. 

The 14-acre Bantam plant has 
is geared 


cording to Evans, who added that 
production is scheduled for No- 
vember. It is expected that cars 
will be exhibited at the coming 
auto shows. 

Performance claims for the 
American Bantam include state- 
ments that it will run 50 miles on 


a gallon of gasoline, will run 30,-| 
000 to 40,000 miles on a set of| 


tires, will operate for less than 
three-quarters of a cent a mile 
for gasoline, oil and tires, and 
has a speed in excess of 60 miles 
an hour. 


2,000,000 Workers 


Dependent Upon | 
Overseas Trade 


NEW YORK.—American pros- | 


perity hinges largely upon the 
course of foreign trade, Bird 
Rees, New York statistician, says 
in the Ethyl News, organ of the 
Ethyl Gasoline Corp. He opposes 
economic nationalism as a bar- 


| rier to large-scale re-employment. 


“More than 2,000,000 of those 
normally employed in the United 
States derive their livelihood from 
some form of work connected 
| with our foreign trade,” Rees 
points out. “Another million are 
in 
the needs of these 
workers. 

“Although less than 10 per cent 
of our production of goods, raw 
materials and agricultural prod- 
ucts is normally sold abroad, a 
substantial proportion of Amer- 
producers are dependent 


|} upon this export of surplus to 


maintain employment and earn- 
ings. Nearly our whole popula- 
tion is affected more or less by 
the operations of our foreign 
trade. It is a most important es- 
sential to our national peace, 
prosperity and economic well-be- 


ing.” 
Set New High 

PORTLAND, Ore. — A new all- 
time high for the first seven months 
of the year is the automotive sales 
record of the Pacific Northwest. 
From Jan. 1 to Aug. 1 of this year 
23,000 more automobiles were sold in 
Oregon and Washington than in the 
same period of 1935. Sales in the 
two states totaled 60,597 new units 
as compared to 38,562 sales for the 
first seven months of last year. The 
1936 record also tops the all-time 
high score of 49,428 sales recorded 
in the boom year of 1929. 


| parts 














‘Pontiac Names 


Otis To Head 
Parts Division 


PONTIAC.—J. H. Otis has been 
appointed Pontiac Motor Co's. 
and accessories manager 
succeeding O. A. 
Lamoreux, who 
has been granted 
a leave of ab- 
sence because of 
ill health. 

Otis, who has 
been with Pon- 
tiac for 14 years, 
was advanced 
from assistant 
service manager 
under L. K. 
J. H. Otis Marshall. 

A change in 
the service department organiza- 
tion will divide the responsibilities 
between two assistants to Mar- 
shall, one serving the east and the 


gm 


|other the west, following the di- 
|visional arrangement which pre- 


vails in the sales department. 
Assistant service manager in 

charge of the east will be Walter 

Martin, for 14 years an employe 


er 


O. M. Dahl 


Walter Martin 


of the Pontiac service depart- 
ment. Martin has been technical 
service manager. 

The western assistant will be 
O. M. Dahl, who has been with 
the company 10 years and comes 
up from the customer relations 
department. 


Brooklyn ee 
Date Arranged 


BROOKLYN, 'N. Y.—The Brook- 
lyn automobile show will be held 
in the 106th Infantry Armory, 
Nov. 21 to 28 Ralph Ebbert, gen- 
eral manager of the Brooklyn 
Motor Vehicle Dealers Assn. has 
announced. For several years past 
the Brooklyn show has directly 
followed the national automobile 
show in Manhattan and such will 
be the case this year. 

The exhibit promises to be the 
finest held by the dealers in sev- 
eral years. In addition to passen-- 
ger cars and accessories the man- 
agement is arranging for trailer 
exhibits. 
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High Taxes Possible’ Deterrent to New Car Salea 


Low-Assessed D. of C. Proves 
Nation’s Richest Car Market 


$62.37 and its sales were only one 


DETROIT.—Are new passenger 


ear sales lowest in those states 
where automotive taxes are 
highest? 

An accurate answer to this 
question would be difficult to ob- 
tain, but that there is a distinct 
relation between low car sales 
and high automotive taxes may be 
seen from a comparison of recent 
figures supplied by the American 
Petroleum Institute. 


The District of Columbia, ac- 
cording to registration figures for 
the first six months of this year, 
is the best automobile market in 
the country. Dividing the 1936 
registrations into the population, 
it is found that one person in 
every 26 bought a new car from 
January to July, 1936. 

At the same time, automotive 
taxes, including federal gas, state 
taxes, registration costs and mis- 
cellaneous fees are lower in the 
District of Columbia than any 
other place in the country. Taxes 
there in 1935 totaled $29.46. 

Florida Highest 

Florida on the other hand had 
the highest automotive taxes in 
1935 when every car owner was 
assessed $75.13. Florida’s sales 
for 1936 are at the rate of one 
new car for every 68 persons in 
the state. Alabama is near the 
top of the high tax table with an 
assessment of $68.78 and its sales 


were only one out of every 162) 


persons this year. Arkansas was 





out of 189. 

California with a tax total of 
$33.78 sold a new car to one out 
of every 43 of its inhabitants. 
Colorado had a tax of $38.85 and 
sold cars at a ratio of one to 54. 
Kansas taxed the motorist only 
$33.19 and sold new cars at a rate 
of one to every 64. North Dakota 
taxes amounted to only $33.15 but 
(contrary to the usual trend) the 
ratio of new car sales to popula- 
tion was one to 109. 


Many Factors 

While the above figures are in- 
teresting and may form the sub- 
ject for much speculation, they 
are not sufficiently complete to 
serve as the basis for any hard 
and fast conclusions, 

Many factors not shown in the 
tables enter into the sales pic- 
ture. Southern states, which 
make the poorest sales showing 
in the table, should be compen- 
sated for their large negro popu- 
lations which are unlikely to con- 
tribute substantially to new car 
sales. 

Taken as a whole, however, 
there is more than a suspicion 
that where the tax gatherers do 
their heaviest work, the urge to 
own a new automobile is corre- 
spondingly diminished. 

The accompanying table shows 


|a breakdown of federal and state 


taxes by states and in the final 
column is to be found the ratio 
of 1936 new car registrations to 


sixth highest on the tax table with ' population. 


1935 Average Taxes Per Motor Vehicle 


Gasoline 


| Gasoline 
Tax 


| Tax 


STATE 


Total 


aor 


| Federal 


"$7. 52 $42. 20 
7.68 31.78 
6.74 39.57 
6.71 18.58 
6.34 21.08 
7.06 14.98 
7.94 26.06 
6.43 12.81 
7.20 50.10 
6.56 40.00 
5.96 26.37 
6.81 19.71 
5.71 22.17 
5.86 16.52 
7.23 15.97 
5.62 28.28 
6.73 34.70 
6.47 25.20 
6.14 23.95 
7.61 22.06 
6.81 18.40 
6.14 15.30 
7.76 40.35 
6.47 12.69 


6.34 25.70 
5.47 23.88 
7.40 27.60 
6.17 24.44 
8.10 20.45 
6.54 30.90 
6.72 24.15 
6.64 40.15 
7.14 14.13 
5.79 22.84 
6.39 23.60 
6.11 27.00 
6.56 23.34 
7.54 14.17 
5.99 36.40 
6.44 23.40 
6.22 42.50 
6.65 24.26 
6.50 25.58 
6.13 25.15 
7.15 34.60 
5.89 27.70 
6.42 25.23 
5.71 21.30 


Alabama 
Arizona 
Arkansas 
California 
Colorado 
Connecticut 
Delaware 
Dist. of Col. 
Florida 
Georgia 
Idaho 
Illinois 
Indiana 
Iowa 

Kansas 
Kentucky 
Louisiana 
Maine 
Maryland 
Massachusetts 
Michigan 
Minnesota 
Mississippi 
Missouri 
Montana 
Nebraska 
Nevada 

N. Hampshire 
New Jersey 
New Mexico 
New York 
N. Carolina 
North Dakota 
Ohio 
Oklahoma 
Oregon 
Pennsylvania 
Rhode Island 
S. Carolina 
South Dakota 
Tennessee 
Texas 

Utah 
Vermont 
Virginia 
Washington 
W. Virginia 
Wisconsin 
Wyoming 


39.46 
46.31 
25.29 
27.42 
22.04 
34.00 
19.24 
57.30 
46.56 
32.33 
26.52 
27.88 
22.38 
23.20 
33.90 
41.43 
31.67 
30.09 
29.67 
25.21 
21.44 
48.11 
19.16 


32.04 
29.35 
35.00 
30.61 
28.55 
37.44 
30.87 
46.79 
21.27 
28.63 
29.99 
33.11 
29.90 
21.71 
42.39 
29.84 
48.72 
30.91 
32.08 
31.28 
41.75 
33.59 
31.65 
27.01 


United States $6.57 $23.53 $30.10 


$49.72 


$14.51 
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(inc, Fed 

Gas. Tax) 

Per New 
| Car Sale 
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$12.07 
11.61 
10.60 
10.29 
10.01 
10.91 
12.15 
11.37 
11.13 
10.41 
9.79 
10.87 
9.46 
9.62 
10.90 
9.30 
10.79 
9.84 
10.17 
11.62 
11.31 
9.70 
11.89 
10.23 


10.68 
8.86 
11.42 
9.66 
11.98 
10.59 
10.53 
10.98 
10.61 
9.46 
10.30 
9.70 
10.58 
11.36 
9.76 
9.79 
10.20 
10.50 
10.52 
9.81 
11.40 
9.34 
10.43 
9.32 


a 
~ 


8.19 
12.20 
4.91 
7.76 
22.34 
17.90 
5.28 
13.90 
3.16 
15.88 
12.50 
9.74 
14.20 
6.32 
10.10 
13.25 
18.01 
11.88 
8.05 
14.21 
9.86 
9.35 
10.90 


8.50 
4.91 
7.51 
14.07 
18.72 
12.00 
18.62 
14.50 
8.41 
12.92 
7.69 
9.41 
18.41 
16.27 
7.84 
7.65 
10.40 
11,40 
10.11 
28.20 
13.38 
7.75 
18.71 
14.45 


$12.31 


*Becomes $49.06 if personal property and local taxes, levied in some states, be included. 





lis well in hand. 








HOW MANY MILES? Charles W. Bloom, right, regional manager 
for De Soto, and Hugh Willard, club executive, are checking the new 
automatic mileage map installed in the touring bureau of the Auto- 
mobile Club of Southern California. The control board which flashes 
the correct mileage between Los Angeles and any one of a thousand 
other cities and towns located on the map when correct buttons are 
pressed. The automatic map is an invention of Auto Club officials 
and is believed to be the only one in existence. 


Registrations 


in Chicago 


During August Top 1935 


CHICAGO. — Although manieat 
off from the July figure, due to 
decreased factory production and 
preparations for 1937 models, 
August new car registrations in 
Cook County showed a sharp in- 


|crease over the same month a 
| year ago, totaling 9,195 as against 


7,210 units. 


The July total, which marked 


| the year’s peak to date, was 12,989 


cars. 

Dealers in and around Chicago 
report themselves in excellent 
shape so far as new car inven- 
tories are concerned, and add 
that the used car situation also 
While used car 
satisfactory 


sales remained at 


|levels during August, the lessened 
| volume of new car sales enabled 
| the dealers to keep used car stocks 


from mounting too high, it is de- 
clared. 


brackets continued to share in 
the general gains recorded last 
month. 


The figures released by the bu- | 


reau of motor advice disclosed 
a nip and tuck battle for first 
place, Chevrolet nosing out Ford 
with 1,736 units as compared with 
1,731. Plymouth came in third 
with 1,537, followed by Dodge 
with 1,086; Oldsmobile, 596; Buick, 
543; Pontiac, 512; Packard, 346; 
Chrysler, 205; Hudson-Terraplane, 
187; De Soto, 183; Nash-LaFay- 
ette, 137; Cadillac-LaSalle, 130; 
Studebaker, 86; Lincoln and Lin- 
coln-Zephyr, 67; Graham, 49; 
Auburn-Cord, 23; Reo, 7; Pierce- 
Arrow, 6; Willys, 5, and Hupmo- 
bile and Duesenberg, 1 each. 


Star Salesmen 
Will Be Guests 
Of Chrysler Corp. 


DETROIT. — Members of the 
Chrysler 100 Club, comprising the 
100 salesmen who made the best 
records from Jan. 1 to June 30, 
1936, will be entertained by the 
Chrysler Sales division of the 
Chrysler Corp, Sept. 16, 17 and 
18, 

Salesmen from all parts of the 
country will assemble in Detroit 
Sept. 16, and will spend the day 
in sightseeing and attending the 
ball game at Navin Field. The 
following day will be devoted to 
inspection of the Chrysler and 
Plymouth plants, the Chrysler en- 
gineering building and _ other 
Chrysler activities in Detroit. In 


the evening there will be a ban-| 








quet at the Hotel Statler, where 
the degelation will stay during 
its visit. 

Thursday evening, the _ sales- 
men together with the Chrysler 
regional managers and field men, 
will board the chartered steamer 
Georgian for a trip to Cleveland, 
where they will spend the day at 
the Great Lakes Exhibition. A 
special Chrysler Day has been ar- 
ranged at the exposition in honor 
of the visitors. The party will dis- 
perse at Cleveland. 

In addition to the visit to De- 
troit, the 100 Club members re- 
ceive a special lapel pin and a 
citation from J. E. Fields, presi- 
dent. Forty-five of the 100 who 
have made the club for the sec- 
ond time will receive a pin set 
with one diamond. 


‘Pontiac Reports 
Cars in the higher priced| 


Best August 


In Seven Years 


PONTIAC.—With retail deliv- 
eries totaling 12,180 new cars for 
August, Pontiac Motor Co. has 
completed the best eight months 
of any year since 1929, says C. P. 
Simpson, general sales manager. 

One year ago, August retail de- 
liveries were 10,811. Although de- 
liveries for the month just closed 
are considerably below the 16,- 
564 mark for July, they represent 
the best August Pontiac has had 
in seven years. 

Deliveries since Jan. 1 were 
124,356 compared with 106,505 for 
the first eight months of 1935, 
while total deliveries of 1936 
models from announcement date 
to the end of August were 154,244 
compared with 106,527 for the 
1935 model deliveries at the same 
date a year ago. 

New and used car stocks in the 
hands of dealers are showing a 
marked reduction every week. 
Dealers are making more money 
this year than for several years 
and both Pontiac and its dealers 
are farther ahead for the year to 
date than they have been at any 
time since 1929, Simpson points 
out. 

He looks for a continuation of 
good business this fall. 

Collections U. P 

NASHVILLE, Tenn.—Gasoline tax 
collections for August totaled $1,- 
518,867.48, an increase of $82,948.11 
over collections for August, 1935, ac- 
cording to official figures released 
by Commissioner of Finance, Dan- 
cey Fort. 


Irving Woolson 
Named De Soto 
Chief Engineer 


(Continued from Page 1) 


with the Plymouth division dur- 
ing its two largest growing years 
during which time he has had a 
first hand working knowledge of 
volume production, fitting him to 
handle the mass production job 
that will be carried on by the De 
Soto division early this fall in its 
new $5,000,000 plant which is now 
nearing completion here. 


Litchfield Says 
Tire Output Will 
Reach 52,000,000 


AKRON, O. — Tire production 
will reach a total of 52,000,000 
units, this year, according to an 
estimate by P. W. Litchfield, 
president of the Goodyear Tire 
& Rubber Co. He compared this 
total with 800,000 units in 1906 
and said tire production totals 
50 per cent of all rubber output. 

Litchfield compared the wages 
of rubber workers with those of 
all other industry, claiming wages 
for the average factory worker, 
exclusive of office and supervi- 
sory employes, are 99.6 cents an 
hour and that approximately 80 
per cent of Goodyear employes 
in Akron average full time. Av- 
erage net income of the Good- 
year worker, he said, is $1,510 a 
year. 


Veteran Resigns 
Nash Position 


SAN FRANCISCO. — Carl J. 
Simpson, vice-president and gen- 
eral manager of the Pacific 
Nash Motor Co., has resigned the 
position he has held for the past 
14 years. The veteran automotive 
executive decided to retire several 
weeks ago, but at the request of 
Stuart Hawley, Pacific Nash pres- 
ident, he remained until necessary 
adjustments were made within 
the organization. 

Edward B. Zane, assistant man- 
ager of the company, has been 
named Simpson’s successor, Start- 
ing with Pacific Nash in 1921 as 
a used car salesman, Zane has 
worked through every department 
of the large distributorship. While 
serving in the wholesale depart- 
ment he became personally ac- 
quainted with all the dealers in 
the Pacific Nash territory and 
acquired an intimate knowledge 
of their individual problems. 


Registrations Increase 


Terraplane Head Says 
DETROIT. — Terraplane com- 
mercial car registrations showed 





a 142.6 per cent gain for the per- 
iod from January through June 
of this year as compared with 
the corresponding six months of 
1935, it was announced this week 
by W. R. Tracy, vice-president in 
charge of sales of Hudson Motor 
Car Co. 

“Greatest demand was for the 
cab pick-up and the utility coach,” 
Tracy said, “and next in demand ° 
was the sedan panel delivery. The 
year’s production quota set for 
station wagons, a new model in 
our commercial line, was reached 
before we passed the half-way 
mark, and all were quickly sold.” 

Terraplane’s commercial car 
gain of 142.6 per cent compares 
with an industry gain in this field 
of 17.8 for the half year, the Hud- 
son vice-president pointed out. 


Wright Retires 

oserue Cal. — Fenton E. 
Wright, Chrysler- Plymouth dealer 
of this city, has announced his re- 
tirement and given up his franchise. 
For more than 30 years Wright has 
been identified with the automotive 
business. ; 





Accounts tor 


DETROIT. — An explanation of 
why the greatest market for au- 
tomobiles is in the lowest price 
class and why there is a large 
and continuous demand for rela- 
tively cheap used cars is con- 
tained in a recent analysis of gov- 
ernment figures by Milan V. 
Ayres, in Time-Sales Financing, 
the official organ of the National 
Assn. of Sales Finance Companies. 

Surveys of the incomes and ex- 
penditures of families in a num- 
ber of cities were made for 1934 
by the U. S. Department of Com- 
merce. Ayres explains these fig- 
ures which are based on reports 
from 18,129 families in Austin, 
Texas; Portland, Me.; Columbia, 
S. C.; Salt Lake City and Tren- 
ton, N. J. 


Says Analyst Ayres: 


“The United States Department 
of Commerce has made surveys of 
the incomes and expenditures of 
families in a number of cities for 
the year 1934, the results of which 
are only now being made public. 
The following information about 
car ownership is based on reports 
from 18,129 families in the six 
cities of Austin, Texas; Portland, 
Maine, Columbia, South Carolina; 
Salt Lake City, Utah; and Tren- 
ton, New Jersey. 


Owners Charted 


“The columns in the first dia- 
gram are proportional in height 
to the number of families in each 
of the indicated income groups. 
The black part of each column at 
the bottom is proportional to the 
number of families owning auto- 


mobiles, while the white portion | 


at the top corresponds to the 
number of non-car owning fam- 
ilies. The table in the upper right 
hand corner indicates the number 
of families in each group out of 
each 1,000 families living in these 
cities. Thus 503.8 families out of 
each 1,000 own automobile. The 
largest number of families falls 
within the group having incomes 
between nothing and $1,000, there 
being 436.2 such families out of 
each 1,000. The largest number of 
car owning families falls within 
the group having incomes of from 
$1,000 to $2,000, there being 203.8 
such families out of each 1,000. It 
should be borne in mind that 
these income figures are for the 
year 1934. Doubtless by this time 
incomes are greater than they 
were when this survey was made. 


“The last column in the tabu- 
lation shows what percentage of 
the families in each income group 
owned automobiles. It is surpris- 
ing to note that in the group 
having no income, more than one- 
quarter of the families, or 21.8 
per cent had cars. This ratio 
naturally increases with the in- 
come, so that of families having 
over $7,000 per year, 90.5 per cent 
owned cars. 

Low Price Market 


“A glance at the diagram makes 
it evident that by far the great 
majority of cars are owned by 
families having incomes of 3,000 or 
less. While larger percentages of 
the higher income families own 
automobiles, the number of such 
families is so small that their 
cars constitute a relatively small 
proportion of the total. 


“These latter facts are better 
illustrated by the tabular diagram 
entitled “Distribution of Family 
Incomes.” The upper curve shows 
what percentage of all families 
have each indicated amount of 
income or less, while the lower 
curve shows what percentage of 
car owning families have the in- 
dicated or smaller incomes. The 
figures from which the curves are 
plotted are shown in the two 
columns at the right. Thus it will 
be seen that 47.7 per cent of all 
families have $1,000 income or 
less, while 30 per cent of all car 
owning families have no more 
than $1,000 income. Likewise 92.4 








AUTOMOTIVE DAILY NEWS, SATURDAY, SEPTEMBER 12, 1936 


Who Buys Cars and Why Explained by Analyst 
$1,000-$2,000 Income Group 


Greatest Sale 


per cent of all families are in the 
$3,000, or lower income class 
while 87.4 per cent of all car 
owning families are in that 
class. 
Continuous Demand 

“These data will help to make 
it clear why the greatest market 
for automobiles is in the lowest 
price class, and also why there is 
a large and continuous market 
for relatively cheap used Cars. 
Obviously, most of the new cars, 
even of the lowest prices, must be 
purchased by the comparatively 
small proportion of families hav- 
ing incomes considerably above 
the average, while the majority 
of families would be unable to 
purchase cars at all if there were 
no used cars available. 


“Of course, no claim is made 
that the figures are accurately 
representative of the entire popu- 
lation. The sample is too small 
for that and too closely restricted 
to cities of moderate size. How- 
ever, it is believed that if we 
could secure data for the entire 
United States, the results would 
be surprisingly similar to those 
here presented.” 


Claus Anderson 


New Head of Nash | 


Canadian Sales 


KENOSHA, Wis.—Claus Ander- | 
son has been named Canadian | 


| sales manager of Nash Motors Co. 
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Standardized Dealer Tools 
Aim of Chevrolet Meeting 


| 

DETROIT. — Suintestinction of 
dealers’ service tools and equip- 
ment, in the interest of more 
| efficient service to Chevrolet own- 
| ers, was the purpose of a two- 
|day conference just completed 

|here under direction of C. W. 

| Wood, national director of ser- 


Anderson has| Vice. The meeting is believed to 


had supervision 
of the Canadian 


business of Nash | 
1935 and) 
in addition has} 


in charge} : : : 
Be! the session by their service man- 


since 


been 
of several dis- 
tribution points 
withinclose 
range of 
Kenosha plant. 


“Rapid expan-| 


C. sion of our Ca- 

nadian business 
and the large amount of Nash 
and LaFayette business in sight 
in the future,” C. H. Bliss, direc- 
tor of sales, said, “warrants the 
establishment of a special division 
of the sales department to su- 
pervise Canadian sales. Ander- 
son will have headquarters at the 
home office in Kenosha.” 


Anderson’s connection with 
Nash dates back to the formation 
of the company. Prior to that he 
had been connected with the sales 
department of the Thomas B. 
Jeffery Co., which was purchased 
by Nash in 1916. His automobile 
sales career has covered 25 years. 
More recently Anderson has func- 
tioned as assistant to the western 
and Pacific coast sales executives 
as well as maintaining close 
touch with the Canadian field. 


Anderson 


Passenger Car Sales 


Gain 35% in Calif. 


SACRAMENTO, Calif.—Passen- 
ger car sales in California during 
July showed a gain of 35 per cent 
over the corresponding month of 
a year ago. In July 1935 there 
were 18,482 new passenger car 
units sold, while this year the 
July sales total reached 24,957 
passenger cars, 


Sales figures for the three Pa- 
cific Coast states, California, Ore- 
gon and Washington, reveal that 
July sales were 40 per cent above 
a year ago. For the first seven 
months of the year new passenger 
car sales in the Coast states were 
38 per cent higher than during 
the same period of 1935. 


the) 


have been the first of its kind 


ever held. 


Dealers in the nine Chevrolet 
regions, embracing all sections of 
the country, were represented at 


agers, who joined with the central 
office personnel in a series of 
open forum discussion which cov- 
ered the entire list of tools and 
equipment available for Chevro- 
let service work. 


In order to receive the confer- 
ence’s stamp of approval, each 
item had to be unanimously ap- 
proved by the service managers 
attending. Its survival of this 
test of utility earned it a place 
on the list of recommended items. 


“The tool conference was an- 





other step in the direction of 
greater owner satisfaction, which 
is of such vital importance to 
dealer and factory alike,” said 
Wood. “The unusual feature of 
the conference was the fact that 
men from the dealers’ service 
departments were called in con- 
sultation in the matter. Their 
practical, first-hand knowledge of 
actual service operations helped 
us to differentiate between equip- 
ment which seems essential and 


DISTRIBUTION OF FAMILY 


that which really contributes to 
a first-class service job at a rea- 
sonable price. We feel that the 
meeting produced some real re- 
sults, which will be reflected in 
better service and greater owner 
satisfaction.” 


T. W. Putnam ienetani 


Chevrolet Service Post 


FLINT.—T. W. Putnam, who 
for some time has served as ser- 
vice and mechanical manager of 

Chevrolet's 
troit zone, has 
been appointed 
product 


Chevrolet Motor 


Co. It was an-| 


nounced this 


week. He suc-| 


ceeds H. H. 
Hicks, 
resigned. 
Putnam has 
T. W. Putnam had many years’ 
experience with 
Chevrolet. He started as a zone 
service representative, was pro- 
moted to assistant zone service 
manager, and then to the man- 
agership which he leaves to take 
his new post in central office. 


Timken Moves 
CANTON, O.—-The New York of- 
fice of The Timken Steel & Tube 
Co., will after Sept. 15 be located 
at 165 Broadway, room 1000. Arthur 
R. Adelberg is district manager. 
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Plan to Honor 
Foreign Visitors 


At Auto Show 


NEW YORK International 
Day in honor of visitors from 
abroad to the automobile show in 
New York will be celebrated on 
Monday, Nov. 16, according to an 
announcement made by Robert C. 
Graham, chairman of the export 
committee of the Automobile 
Manufacturers’ Assn., which is 
sponsoring the event. 

Overseas visitors are said to be 
finding the new date being set 
for the automobile show in No- 
vember instead of January very 
attractive from a travel view- 
point. 

As American cars are sold in 
about 107 foreign countries, a 
greater number of automotive 
leaders than usual is expected to 
attend. Automotive trade has also 
shown considerable improvement 
with but few exceptions in nearly 
every part of the world. 


Word has already been received 
from two countries that large 
delegations have made steamship 
contacts to arrive in New York 
at the proper time. 


In view of the international 
character which the automobile 
show has acquired, arrangements 
are also being made for an Inter- 
national Luncheon and Confer- 
ence at which automotive leaders 
from abroad and here will be 
present. 


At the conference there will be 
an interchange of experiences 
pertaining to development of au- 
tomotive trade and transport in 
various parts of the world. 


The export committee in charge 
of arrangements for International 
Day comprises: Robert C. Gra- 
ham, vice-president, Graham - 
Paige Motors Corp. and chairman 
of the committee; B. C. Budd 
(Packard); A. L.°Frank (Stude- 
baker); Allen C. Germann (Hud- 
son); Ww. Ledyard Mitchell 
(Chrysler); J. D. Mooney (Gen- 
eral Motors); L. P. Thayer (In- 
ternational Harvester) and 
George F. Bauer, secretary. 


Calif. Decision 
Seen Affecting 
Truck Contracts 


SACRAMENTO, Calif.—A de- 
cision which may prove of wide- 
spread significance in the letting 
of future state highway trucking 
contracts has been made by the 
California Railroad Commission in 
ruling that dump truck operators 
may not contract to transport 
property for the state at less than 
the minimums fixed by the com- 
mission, 

The commission has ordered 
that Paul Entremont, Colusa 
dump truck operator, collect addi- 
tional money from the depart- 
ment of public works for high- 
way work done in Mendecine and 
Sonoma counties. 


In its order the commission de- 
clared an investigation showed 
that Entremont entered into a 
contract with the department at 
rates less than minimums speci- 
fied by the commission under the 
Highway Carriers’ Act. Therefore, 
the commission directed Entre- 
mont to collect the difference be- 
tween the rates he charged and 
the specified minimums. 

The Public Works Department 
opposed the enforcement of the 
commission minimum contending 
it had authority to pay less than 
the minimum rates under the 
streets and highway code section 
providing for the leasing and 
renting of tools. 

The commission’s decision held 
there was “no merit” in this con- 
tention and that operations on 
public highways come under the 
Highway Carriers’ Act. 





NEW YORK.—August sales of 
General Motors cars to dealers in 
the United States and Canada, 
together with shipments overseas, 
totalled 121,943 compared with 
124,680 in August a year ago. 
Sales in July were 204,693. Sales 
for the first eight months of 1936 
totalled 1,496,804 compared with 
1,181,030 for the same eight 
months of 1935. 

GM car sales to consumers in 
the United States totalled 133,804 
in August compared with 127,346 
in August a year ago. Sales in 
July were 163,459. Sales for the 
first eight months of 1936 total- 
led 1,261,714 compared with 884,- 
826 for the same eight months of 
1935. 
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August GM Car Sales a ll Below Last Year 


But Total for ‘Eight Months 
315,774 Over 1935 Period 


Sales to dealers in the United 
States totalled 99,775 in August 
compared with 103,098 in August 
a year ago. Sales in July were 
177,436. Sales for the first eight 
months of 1936 totalled 1,255,485 
compared with 952,343 for the 
same eight months of 1935. 

Below is a tabulation of General 
Motors monthly sales for 1933, 
1934, 1935 and 1936 to date. The 
figures are segregated to show: 
(1) Total sales of General Motors 
cars to dealers in the United 
States and Canada plus overseas 
shipments; (2) Sales of G. M. 
cars to consumers in the United 
States; and (3) Sales of G. M. 
cars to dealers in the U. S. 


Total Sales to Dealers in U. S. and Canada Plus Overseas Shipments 


1936 


January 
February 


Total eight months 


1934 

62,506 
100,848 
153,250 
153,954 
132,837 
146,881 
134,324 
109,278 


1933 
82,117 
59,614 
58,018 
86,967 
98,205 

113,701 
106,918 
97,614 


1935 


98,268 
121,146 
169,302 
184,059 
134,597 
181,188 
167,790 
124,680 


1,181,030 993,878 703,154 





September 
October 
November 
December 


39,152 
127,054 
182,754 
185,698 


71,888 
72,050 
61,037 
41,594 


81,148 
53,054 
10,384 
21,295 





1,715,688 1,240,447 869,035 


Sales to Consumers in United States 


1936 
102,034 

96,134 
181,782 


January 
February 


194,628 
189,756 
163,459 
133,804 


Total eight months 


September 
October 
November 
December 


1933 
50,653 
42,280 
47,436 
71,599 
85,969 

101,827 
87,298 
86,372 


1934 
23,438 
58,911 
98,174 

106,349 
95,253 
112,847 
101,243 
86,258 
682,473 
71,648 
69,090 
62,752 
41,530 


1935 
54,105 
77,297 

126,691 
143,909 
109,051 
137,782 
108,645 
127,346 


573,434 
71,458 
63,518 
35,417 
11,951 


884,826 


122,198 





1,278,996 927,493 755,778 


Sales to Dealers in United States 


1936 
131,134 


January 
February 


Total eight months 


September 
October 
November 
December 


385,000 Cars 
Pass Chicago Safety Lane 


CHICAGO.—Since Chicago’s 18 
safety lanes started operation on 
July 1, as provided by the city’s 
compulsory motor vehicle inspec- 
tion ordinance, 285,000 cars and 
trucks have been inspected and 
320,000 of them have received the 
“approved” sticker, according to 
figures made public by Edward 
J. Gorman, deputy license com- 
missioner. 

In response to requests by mo- 
torists and truck operators, sev- 
eral of the safety lanes are now 
open from 7 to 1 a.m. daily, ex- 
cept Sundays, while the others 
close at 7 p.m. 

Gorman in explaining the strat- 





1933 


72,274 
50,212 
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and Trucks 


egy of police drives to round up 
recalcitrant owners declared that 
the campaigns are to be staged 
whenever there is a slack in the 
lines of cars at the lanes. The 
first threat in this direction last 
week resulted in a great pickup 
of patronage at the test lanes and 
the drive was called off for the 
time being. 

It was also stressed by Gorman 
that the motoring public should 
pay no gratuities to those man- 
ning the lanes. This was his re- 
ply to charges that payment: of 
money served to rate the desired 
stickers. 
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HONOR LIST GROWING: 
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Since this photo was taken, a fort- 


night ago, the list of Chevrolet dealers’ accountants who have reduced 
their firms’ receivables this year has completely filled this page and 


overflowed onto a second sheet. 


W. E. Holler (left), general sales 


manager, and E. J. Hogan, director of the dealer finance and busi- 
ness management department, are shown looking over the first 
names to qualify for the distinction. 


Accounts Receivable Cut 
Chevrolet Dealer’s Report 


DETROIT.—The issue of Chev- 
rolet Sales News’ dated Aug. 31 
contains an announcement by 
W. E. Holler, vice-president and 
general sales manager, to the ef- 
fect that Chevrolet dealers have 
reduced their accounts receivable 
since Jan. 1, in spite of the diffi- 
cult conditions imposed by mount- 
ing sales volume. The announce- 
ment is the first public statement 
on the results of a movement 
which the dealer finance and 
business management department, 
under E. J. Hogan, started last 
year as a part of Holler’s Quality 
Dealer program. 

As the first step, the depart- 
ment, through its zone and re- 
gional personnel, organized its 
dealers’ accountants into the 
Chevrolet Accountants’ Credit 
Assn. It then proceeded to enlist 
the interest and co-operation of 
association members by offering 
an Honor Certificate to everyoné 
who succeeded in reducing his or 
her dealer’s receivables in 1936. 
Every aid in the way of sugges- 
tions and advice was given the 
dealers’ accountants, for it was 
realized that high volume sales 
would make the task doubly 
difficult. 

Collect Money Now 

In a full-page editorial in the 
same issue, Hogan sets forth the 
principles which his department 
believes should actuate the auto- 
mobile dealer in his attitude to- 
ward the subject of customer 
credit, especially at this time. The 
article is headed: “The Time to 
Collect Money Is When People 
Have It.—and Wide-awake Ac- 
countants’ Achievements to Date 
Prove That That Time Is Now.” 

“When it comes to the subject | 
of credit,’ Hogan wrote, “too 
many merchants are like the man 
who had a leaky roof but did 
nothing about it. When asked| 
why he tolerated such a condi- 
tion, he explained quite simply 
that when it was raining he} 
couldn’t fix the roof, and when it 
wasn’t raining no repairs were) 
needed. 

Makes Real Progress 

“Thanks to excellent work by 
the Chevrolet Accountants’ Credit 
Assn., Chevrolet dealers as a4 
whole are making real headway | 
in the effort to plug the leaks 
caused by unsound credit condi- 
tions. Receivables have actually | 
been reduced this year, in spite 
of record-breaking sales. But the 
big job is only started. A tre- 
mendous task remains to be done. 

“Surveys show that many deal- | 


ers have too large investments of 
labor and profits tied up in notes 
and accounts receivable. These 
items have been increasing stead- 
ily, over a long period of years, 
and credit has meanwhile been 
extended on the same indifferent 
basis, without the development of 
any new technique either for 
credit extension or for collections. 

“It is time to recognize and 
apply one simple, fundamental 
rule: Credit is always extended 
with the expectation of ultimately 
| receiving payment. 

“The time to get payment is 
when people have money. Money 
is available now, and now is the 
time to collect. 

“The collection of receivables, 
and especially of those past due, 
will relieve the immediate situa- 
tion. But it will not prevent a 
| simatlar crisis from occurring 
every now ana then. The onl; 
way to do that is to set up crécit 
rules undet which the condition 
can’t recur. Here again there are 
definite rules which should in- 
variably apply: 

Good Risks Only 

“Credit should be extended only 
to persons who have either 
demonstrated by their past rec- 
ords that they are entitled to it, 
or withstood thorough investiga- 
tion of their ability to pay. 

“The time of payment should 
be clearly understood by both 
parties to the deal. 

“When the time for payment 
arrives, the customer should be 
notified and payment requested. 

“When credit is extended on 
physical property, over an ex- 
tended period—as in the case of 
goods of high value—there should 
be a written agreement about 
payment, and this should compre- 
hend a lien on the goods. 

“In the case of such intangibles 
as service, the time for payment 
should be short. It must be 
recognized that in most instances 
a lien can not be effected, because 
what actually takes place is to 
restore to utility something previ- 
ously purchased and generally 
mortgaged already. 

Must Observe Rules 

“CACA members aspiring to 
the Chevrolet Honor Certificate 

can qualify for that high distinc- 
tion only as they keep these basic 
rules in mind and apply them 
undeviatingly to every single 
credit situation arising in their 
daily routine. Those who have 
already earned niches on the 
Honor Scroll in central office did 











it in just that way.” 


Riedie Adds 
P.-A. Travelodge 
To Dealership 


CHICAGO.—Expressing his con- 
fidence in the future of the mar- 
ket for trailers in connection with 
the merchandising of motor cars, 
K. K. Kenderdine, president of 
the Chicago Automobile Trade 
Assn., and head of the Northwest 
Auto Co., Buick dealers for many 
years, this week added the Pierce- 
Arrow Travelodge trailer fran- 
chise as a dealer. 

The appointment of Kenderdine 
and his company was made by 
the Pierce-Arrow Illinois Co., dis- 
tributor in the Chicago area. 

In announcing the appointment, 
S. L. Davis, president. of Pierce- 
Arrow Illinois Co., stated that it 
is the first step in a program to 
build up a strong dealer organi- 
zation for the trailers. Davis 
added that with factory produc- 
tion now under way, the new 
trailers will be available shortly 
for display by dealers in this ter- 
ritory. He and associated dealers 
are planning grand openings to 
celebrate the occasion. 

It is known that a number of 
other prominent Chicago motor 
car dealers are viewing with fa- 
vor the idea of adding camp 
trailers and merchandising them 
along with passenger cars. Some 
months ago they took a different 
slant of the situation, declaring 
that the selling of passenger cars 
and trailers should be handled 
by separate groups of dealers, but 
since that time they have wit- 
nessed what they declare to be a 
sensational advance in the public 
acceptance of trailers by car own- 
ers. Their viewpoint now in 
many quarters is a desire to tie 
up with this fast growing in- 
dustry. 


Buses Must Get 
Monthly Permits 


In New Orleans 


NEW ORLEANS.—An ordinance 
passed by the commission council 
| eitective this past week, provides 
that permits to operate buses be 
obtained on or before the fifth da 
of each calendar month whic 
permits will be issued upon re- 
ceipt of payment for operation 
during the previous calendar 
month at one and one-half cents 
per mile. 

Under the new ordinance, which 
points at operation of all kinds 
of buses, including state and in- 
terstate, sightseeing, school trans- 
ports, charitable institution buses 
and for any kind of fee or free 
transportation, statements show- 
ing the total amount of miles 
traveled by each bus in the city 
during the previous month must 
be duly sworn to and filed or fur- 
nished at the same time that the 
payments provided for are made. 

Failure to comply to the terms 
of the ordinance makes both 
driver and the owner liable to a 
fine of $100 or imprisonment of 
90 days or both for each day a 
bus is operated on the streets of 


the city. 


Chek-Chart Corp. Names 
J. S. Keller to Head Sales 


CHICAGO.—J. S. Keller has 
been named sales director of the 
Chek-Chart Corp. 

Keller has a long record of 
service in a managerial capacity 
with outstanding automotive and 
petroleum corporations. His pre- 
vious connections include 11 
years with the Vacuum Oil Co., 
in the Chicago division. He has 
worked with the oil marketing 
industry in the development and 
execution of many marketing 
programs. 
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What John Q. Thinks 


N a poll of public opinion conducted last month by the 

Philadelphia Evening Ledger and the local automobile 
club some interesting points of safety were brought out. 
Among safety suggestions made by John Q. Public were 
the removal of warning horns from cars, junk all cars 
over seven years of age, install special protective lights 
for pedestrians, replace trolleys wherever possible and 
stop diverting gasoline tax funds. 

Questions which were included in the original ques- 
tionnaire and which have national interest were voted on 
as follows: Automatic traffic lights? 59 per cent, for. 
Should pedestrians obey lights and traffic rules with fines 
for violations? 76 per cent, yes. Should we have stricter 
license tests with physical and mental examinations? 
92 per cent, yes. Shall we re-examine drivers after five 
years? 65 per cent, yes. Do you favor compulsory in- 
spection of cars? 93 per cent, yes. Compulsory insurance, 
72 per cent, yes. Installation of governors? 56.6 per 
cent, no. 

While most of the other questions voted were only 
of local interest the result of the poll gives a good idea 
of what the public in Philadelphia wants and how nearly 
unanimous they are in these wants. A national poll 
might help in weeding out unnecessary laws and bring- 
ing about a compact, concise national code. 








Men, Machines and Money 

| be these days of political stress much is being said about 

the poor workman who has been deprived of his job 
by the menacing machine. Some interesting figures in 
this regard were released recently by Paul W. Litchfield 
of Goodyear. Back in 1908 before the real machine age 
Mr. Litchfield points out workers in the rubber industry 
were paid an average’ of 40 cents an hour. The tires for 
his car cost him $35 each and the tire life averaged 2,000 
miles. This meant that an hour’s pay would buy 23 tire 
miles of travel so that the worker would have to work four 
hours to pay his tire costs for a trip from Detroit to Pon- 
tiac. And he would have to put in an eight-hour day to 
pay his tire bill for a round trip. In 1936 the average rub- 
ber worker is receiving 88 cents an hour. Tires cost him 
$8 each and are good for 20,000 miles. Thus four hours’ 
work would now pay his tire costs to the coast or 2,200 
miles of tire travel per tire per hour’s work. Mebbe 


machines are a menace. 
JD RODUCTION of automobiles and trucks during the 
calendar year of 1936 now seems headed for a total of 
at least 4,700,000 units. This will make it the second best 
year in the history of the industry. Close to a million ot 
those units, however, will represent the closing quarter’s 
contribution of 1937 models. This is the cream that will 
make the 1936 total possible. To the dealer this last 
quarter gain which is the result of the fall announcement 
program also represents cream. Last year sales in the 
fourth quarter totaled 719,477, one of the best last quar- 
ters in history. Little pre-show promotion had been done 
and the public was caught unaware of the show change. 
This year the closing quarter should be even better than 
last, and sales made in the fall are not stolen from the 
spring. That was shown last year. 


Copping the Cream 


By the Publisher 


[Publisher George M. Slocum- 
GM.S. to you who follow this col- 
umn—is in Europe to take in the 
automobile shows there, but “A 
Word in Edgewise” will carry on 
during his absence, thanks to willing 
workers ambitious to get a word in 
edgewise themselves. So, gentlemen, 
let me present the first of G.M.S.’s 
guest conductors—George W. Stark, 
feature writer of the Detroit News.— 
THE EpITor.] 

. Whatever became of the 
CARS old-fashioned newspaper 

reporter who would set 
COPY forth on a midnight as- 
signment with a heart full of re- 
sentment and two round nickels 
in his pants pocket representing 
carfare there and back? 

Well, we'll tell you. Today he 
rides in a limousine, chauffeur- 
driven and equipped with all the 
newest gadgets. How times have 
changed! No reporter today 
would ever think of walking to 
an assignment that was more 
than four blocks away. If his 
city editor even faintly suggested 
such an idea the reporter would 
be insulted. 

* + + 

THUS THE influence of the 
motor car on news coverage. Don’t 
get the idea that because he rides 
to and from his jobs in cushioned 
elegance, the reporter has become 
in any sense a sissy. He’s just as 
hard-boiled as ever and he has 
even a harder-boiled accomplice 
with him on most of his adven- 
tures. That’s the newspaper pho- 
tographer, who is a new and vast- 
ly interesting type in the news- 
paper scene. 

> * > 

THE TERRIFIC SPEEDING- 
UP the 20th century brought to 
our civilization has influenced the 
arts and the crafts, as well as the 
sciences and the industries. That’s 
why the newspaper reporter has 
to hustle to his assignments. If 
he doesn’t, he may find out that 
the opposition has blanketed the 
town with a couple of extras be- 
fore he has discovered the names 
and addresses of the dead and 
dying. 

So the automobile is as im- 
portant an ally today of the city 
editor as his pastepot and shears. 
More so, if you ask us. 

Every modern newspaper plant 
has a huge garage and it isn’t all 
given over to those  brightly- 
colored circulation trucks you see 
whizzing up and down the streets. 

* om * 


IN ITS EQUIPMENT is a fleet 
of cars for the reporters. There 
is another fleet of cars exclusively 
for the photographers, There are 
as many photographers as there 
are reporters on every well-staffed 
metropolitan newspaper. That’s 
because there are some assign- 
ments where no photographer is 
required and vice versa. More 
often, however, reporter and pho- 
tographer travel together. In ad- 
dition to these separately main- 
tained fleets for reporters and 
photographers. there is a fleet of 
chauffeur-driven cars. They're 
kept on hand for emergencies. 

They go both to far and near 
distances. They carry reporters 
and photographers to the newest 
crimes and disasters in the town, 
far out in the country. On a 
breaking story out of town they 
are invaluable. They put the re- 
porter and the photographer on 
the spot and then they run back 
and forth with photographic 
plates, freauently with copy. They 
bring reinforcements to the scene 
when that is found necessary. 
Their chauffeurs are expert me- 
chanics as well as skillful drivers 
who know all the highways and 
the byways. 

+ ” * 

SO NOW YOU KNOW what 
has become of the old-fashioned 
reporter who left on his mid- 
night assignment with a heavy 
heart and a light pocketbook. He 
was a romantic figure of the old 
newspaper era. If he had an as- 
signment in the downtown area 
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Cream for Your Coffee 


In This 


Corner 


The views expressed in this column are those of our readers 
and do not necessarily coincide with those of the editors. Readers 
are invited to use this space for voicing their opinions or ideas. 
Anonymous contributions will not be accepted but confidence will 


be observed upon request. 


Whose Older? 


This coming month of September 
we will be celebrating our 35th an- 
niversary in the automobile busi- 
ness. Francis P. Miller, president of 
the company, founded it in Septem- 
ber, 1901 and is still its active head. 
Accordingly, we plan to do some 
advertising and wish that you could 
enlighten us whether or not there 
is any dealer in the state, or na- 
tion, who has been in the automo- 
bile business for as great a length 
of time. 

I don’t know, of course, if you 
have this information off-hand and 
neither do I know of anyone more 
likely to have it than your publica- 
tion. 

Thanking you for any assistance 
you may be able to give us.—J. C. 
Miller, Utica Motor Car Co., Inc., 
Utica, N. Y. 

Epitor’s Note: We do not have 
records of the age of companies sel- 
ling cars in New York. We would 
appreciate any help our readers can 
give Mr. Miller through these col- 
umns. 


Inspection 

Cc. R. Barnett, executive secre- 
tary, Kansas City, Mo., Automo- 
tive Trades Assn., requested in- 
formation on inspection tests for 
cars in a letter to ADN last week. 
Here is some data. 

To be successful any inspections 
of motor vehicles should be un- 


and managed to wheedle two 
nickels for carfare out of the city 
editor (the carfare nickels were 
always kept in a cigar box in the 
second drawer of the city editor’s 
roll top desk) the chances are the 
nickels would be spent, but not 
for carfare. The old-fashioned re- 
porter always knew of a cool 
saloon where he could get a 
foaming beeker of brew for a 
nickel and the hot roast beef was 
free as well as succulent. 
Chances are the old-fashioned 
reporter, were he on the job to- 
day, would get places just as he 
always did. But by the time he 
got there, the fire would be out 


'and the firemen all gone home. 





der a state law so that the code 
would be uniform. Having city 
officials making regulations would 
put them in the same class with 
traffic regulations, signs, lights, 
turns, etc., that are widely dif- 
ferent in many places. 
Massachusetts was one of the 
first states to require inspections. 
Under its law these inspections 
are compulsory twice a year. They 
are carried out through the de- 
partment headed by Motor Reg- 


listrar Frank A. Goodwin, and re- 


quire that owners go to certain 


| designated official stations to have 


their vehicles checked up. 
Brakes must be in good order. 
Headlights must be focused right. 
The reflectors in the headlamps 
must not be rusty. Cars must 
have windshield wipers working 
properly. Rear-view mirrors must 
be in good shape. Trucks must 
(Continued on Page 24, Col. 3) 





AS OTHERS 
SEE IT 





EpiTor’s Note: The importance of 
the Automobile Manufacturers’ 
Assn.’s recent decision to make no 
further advertising mention of auto- 
mobile top speeds may be seen from 
the immediate editorial reaction to 
the move. The approval voiced in 
the following editorials is indicative 
of the reception the decision received 
all over the country. 


Speed and Danger 

There is much discussion as to 
how large a factor in safety is the 
speed of an automobile. Most 
drivers admit that the abnormally 
slow driver may be the cause of 
as many accidents as can be 
charged against the speeder. 

One of the big insurance com- 
panies has launched an advertis- 
ing campaign in the interests of 
safety and warns particularly 
against fast driving at night. It 
lists numerous causes of accidents 
and says that they had the com- 

(Continued on Page 26, Col. 3) 





DOUBLE THE HEAT... INSTANTLY! 
ENTIRELY AUTOMATIC: __ 


INDEPENDENT of WATER SYSTEM! 


Now Your Small Car Owners 
Can Have Quick Winter Comfort 
Regardless of Engine Temperature 


Ar LAST, here’s a heater to give your 
customers everything they’ve always wanted in winter 
driving comfort—quick heat and more of it, automat- 
ically, with economy! And quick profits for you! 

The new Stewart-Warner South Wind Heater is an 
utterly new kind of heater. It burns gasoline, com- 
pletely sealed under vacuum. All fumes are drawn to 
the intake manifold, so it’s absolutely safe. And it’s en- 
tirely automatic. 

One pull of the button starts the flow of gas, ignites it, 
and starts the flow of warm air throughout the car. 
A push of the same button stops flow of gas, cuts off 
fan current and shuts off the heater completely. And 
this amazing heater will run for many hours on a few 
cents’ worth of gasoline. 


@ This famous Marker which appears on 
every Stewart-Warner South Wind Heater 
~ is your assurance that it has passed nation- 
ally recognized safety tests with flying col- 
ors. Underwriters’ Laboratories tests are 
far more severe than any conditions this 
heater will ever meet in actual use! 
* ¢ & 
Excerpts from a Report of Underwriters’ 
Laboratories, Inc.: ° 
“From the Study of Design and Study of 
Installation it will be noted that the device 


VA 


It’s easy to install this new kind of heater. And one 
price covers everything. You don’t have to explain to 
your customer that he needs to buy extra hose and 
special thermostats. 
The Stewart-Warner South Wind Heater is produced 
by America’s oldest and largest manufacturer of auto- 
motive equipment. It is backed by years of successful 
automotive experience— proved by months of actual 
road tests. Car owners are delighted! And so are dealers 
who have already begun to collect profits on it. 
Be one of the dealers who will make big money this 
fall with the new Stewart-Warner South Wind Heater. 
Wire or write for full details! 
STEWART-WARNER CORPORATION 
1878 Diversey Parkway Chicago, Illinois 


is of such design and construction as to 
comply with the recognized good practice 
requirements, Also, that it is capable of 
being properly installed by the average 


+) h . . * 
mechanic, if the manufacturers’ installa- 


ie 
pa tion instructions are followed. 
“The Operation Test further showed that 
there is no possibility of toxic effects from 
the products of combustion, inasmuch as 
the entire heater system operates below 


atmospheric pressure.” 
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IT'S EASY TO INSTALL~NO HOSE 
CUTTING-NO THERMOSTATS Cs 


ISN'T IT GRAND TO HAVE 
THE CAR WARM UP RIGHT AWAY 
WITHOUT WAITING! _— 
< 


STEWART-WARNER 





“Showplace 


FROM THE OUTSIDE this is the way that the new modernistic neighborhood sales and service 
agency of Herbert E. Woodward, Inc., Los Angeles Ford dealer looks. Not content with having the most 
luxurious and modernistic setup in the city, the Woodward company has modernized its lubrication 


department also. 


Gasoline Dealers 


Study Iowa Plan 


DETROIT. Local gasoline 
dealers were considering Wednes- 
day the possible advantages and 
disadvantages of the _ so-called 
Iowa plan, under which the ma- 
jor oil companies have decided to 
go out of the retail gasoline busi- 
ness. 

The problems facing individual 
dealers were explained Tuesday 
night to a gathering of more than 
600 members of the Retail Gaso- 
line Dealers Assn. of Michigan, 


You need this 


Inc., at the monthly meeting in 
the Detroit-Leland Hotel. 

The principal speaker was Sam 
Babcock, attorney of the organi- 
zation. He stressed the necessity 
for avoiding anything savoring of 
price fixing, as well as the danger 
of price wars, and advised dealers 
to maintain the present service- 
station prices until prices to them 
have been established by the sup- 
ply companies. 

Under the Iowa plan, the large 
companies will abandon the retail 
field beginning Sept. 11, leasing 
their stations to individual opera- 
tors. More than 3,000 dealers in 
metropolitan Detroit will be af- 


Ua 


2-STAGE 


for garages... 
service stations... tire 
shops and industries... 


@ A one and one-half horsepower motor in this excel- 
lent 2-Stage Compressor with sixty-five-gallon tank de- 


livers 7.3 cu. ft. per minute 


. Sufficient for most garage 


and service station requirements. 


For tire inflation, engine cleaner, air-operated gas pump, 
air-operated tire changes, or inspectors, garage doors, 
or air hammer, for the vulcanizing plant, or paint gun 
this is the equipment which will give perfect satisfac- 


tion and long service. 


Have your jobber’s salesman give you all details on 
Manley 2-Stage Compressor MT-73. 


MANLEY MANUFACTURING DIVISION 


of the American Chain Company, Inc. 
York, Pennsylvania 


In Business for Your Safety 


MANLEY srarion 


EQUIPMENT 











fected by the change, according 
to Jay Rosenthal, executive secre- 
tary of the organization. 

A special meeting will be held 
in the Detroit-Leland Hotel Sept. 
22 to discuss problems arising 
from the new marketing condi- 
tions. 

May Restrict Rubber 
Production in India 

BATAVIA.—Rubber production 
in Netherland India will be sub- 
jected to a new method of con- 
trol and restriction, beginning Jan. 
1, 1937, if present governmental 
plans are carried out. The special 
export tax by which production is 
now restricted will be abandoned. 


|Luxury 
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” Station Modernizes Lubrication 


and Efficiency 


Vie for New Business 


LOS ANGELES. — Not content 
with having provided one of the 
most luxurious and modernistic 
neighborhood sales and service 
Stations in the Los Angeles dis- 
trict, Herbert E. Woodward, head 
of Herbert E. Woodward, Inc., 
Ford dealer at Beverly Hills, has 
modernized his lubrication de- 
partment to complete the unit. 

Today the plant is one of the 
outstanding service and lubrica- 
tion stations on the coast and 
from an artistic standpoint it is 
one of the show places of the 
automobile industry. 

Woodward’s experience with a 


Cars lubricated 

Average sales per car 

Income from chassis lubrication 
Gear lubricant sales 

Motor oil sales 

Wheel packs 

Shock absorber service 

Spring lubrication service 


Total income from department 


modernized lubrication depart- 
ment from a dollar and cents 
standpoint is proof that it pays 
to modernize. On the basis of a 
total income for June of $964.23 
the department made a profit of 
$482.11. The department figures 
show a step up from $672.41 in 
April to $964.23 in June. Three 
hundred and five cars were taken 
care of in April. In June, 393 
cars went through the depart- 


items generally escaping the at- 
tention of dealers in general. 


The outstanding feature of 
Woodward’s operations is the fact 
that by giving attention to the 
items which make for profit he 
has also increased his parts and 
shop business. He claims that the 
casual inspection given various 
cars in many service stations can 
be improved and greater profits 
secured if the dealer will make 
his lubrication department the 
place where real inspections can 
be made when the car is on the 


April May 

348 

$ 2.69 

289.75 

46.40 

324.16 

23.10 

34.50 

5.10 


June 
393 

$ 2.82 
342.75 
123.38 
346.00 
58.85 
78.90 
3.35 


$964.23 


$672.41 


$733.99 


hoist and where the parts or units 
requiring repairs and adjustments 
can be seen and pointed out. He 
says: “Greasing inspection is the 
best inspection that can be given 
a car.” 

In modernizing, the station has 
gone a step further than most. A 
central island with its tanks and 
overhead lubrication distribution 
outlets keeps everything off the 
floor. A silvered back ground and 
chrome plated strips decorate the 
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LUERicatTiIoOn® 


OODWARD Inc. 


IT PAYS TO MODERNIZE is what Herbert E. Woodward, Inc., Los Angeles Ford dealer, discovered 


after putting this beautiful lubrication division into service. 


The department has shown a handsome 


profit ever since it was opened and the results are improving month by month. 


Willard Chosen 
For Chrysler Line 


DETROIT. — Willard batteries 
exclusively will be used as ori- 


| ginal equipment on 1937 models 


of Chrysler built cars and trucks. 

This includes Plymouth, Dodge, 
De Soto and Chrysler automo- 
biles; Dodge and Fargo trucks; 
Chrysler taxicabs and marine 
equipment—in all plants: Detroit, 
Evansville, Stockton and Los An- 
geles. 

Willard will furnish batteries 





to Chrysler for its export require- 


|ments and also to the Chrysler 


Corp. of Canada, Ltd., at Wind- 


| sor, Ont. 


a] - 
Set New High 
COLUMBIA, S. C. — Chairman 
Walter G. Query of the state tax 
commission reports that gasoline tax 
collections for August totaled $887,- 
210.89, as compared with $766,074.56 
in August, 1935. This was an in- 
crease of $121,136, or approximately 
|17 per cent and represented an all- 
|time high, it was stated. 


ment and boosted the average 
per car to $2.82. 


The three months’ figures are 
shown in the table above. 


Wheel packing which is often 
neglected by the average dealer, 
is one of the most profitable items 
in the list jumped over 300 per 
cent. Woodward’s men went after 
the work. 


The same is true of gear lubri- 
cant sales as well as shock ab- 
sorber service, all three of these 


SUNDAY at 7:30 


Sept. 20 


SAVING TIME 


island and the lubrication depart- 
ment is the center of the attrac- 
tion of the new building. 


In making the announcement 
| of the new department, the circu- 
| lar stresses the fact that the sta- 
tion has one purpose, to provide 
|the greatest possible convenience, 
comfort and service for all motor 
car owners, and that he can sup- 
ply Ford owners, particularly, 
with the smallest washer, a motor 
or a door handle. ; 


GULF SALUTES 


CADILLAC 
LA SALLE 


in one of a series of tributes to the 
automobile industry 


EASTERN 
DAYLIGHT 


COLUMBIA NETWORK 


Julia Sanderson and Frank 
Crumit, starred in GULF’S 


S 


ummer Show, with Hal 


Kemp’s Orchestra and Ed 


S 


malle’s 7 G’s. 
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All roads lead to New York City. Labor 
Day car drivers, taken on Route 25, at 


Elizabeth, N. J. 


Greater New York has the greatest Labor Day 
traffic in years. Cars on Lincoln Highway heading 


for the Holland Tunnel. 
<3 


8 — 
’ tf , i 


The early bird catches the best ferry serv- 
ice— early comers returning to New York 
City at the Staten Island Ferry, St. George. 


Zz i r TT sh 

All day long a steady stream of 
cars poured over the Boston Post Road 
at Darien, Conn. 
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Bees Industry F orced te to Lead Safe Traffic Parade 


Federal Official Asserts 


Realistic Measures Needed! 


By WILLIAM ULLMAN 


WASHINGTON.—Actual traffic 
safety work will soon have to be 
undertaken by the automotive in- 
dustry, if only in self-interest, 
declares Labert St. Clair, director 
of the Accident Prevention Con- 
ference. 

Contributions of money or serv- 
ices to various kinds of cam- 
paigns for highway safety are not 
sufficient, St. Clair asserts, be- 
cause the motor car manufactur- 
ers themselves must eventually 
initiate realistic measures to re- 
duce traffic deaths and fatalities. 

St. Clair also revealed that pub- 
lic reaction to the automobile ac- 
cident situation now permits ac- 
curate analysis of how citizens 
at large feel about it and where 
they lay the blame. In the vast 
majority of cases, he says, the 
public is convinced that excessive 
automobile speed is responsible 
for the defeat of efforts to reduce 
the annual toll of lives. 

In addition to building more 
safety into the cars, said St. Clair, 
the training of salesmen must 
contemplate a new safety con- 
sciousness in their attitude “be- 
cause safety is what they eventu- 
ally must sell.” Accordingly, the 
industry soon will find such a 
policy the most profitable one, he 
added. 

Blame Drivers Too Much 


Concerning a_ disposition to 
blame so large a part of the 
traffic toll responsibility upon 
drivers, St. Clair said: 

“If I were directing the indus- 
try I would lay less stress upon 
kicking the driver around. After 
all he is the customer, and the 
public, so very largely made up 
of drivers, does not share whole- 
sale condemnation of the driver.” 


Supporting the contention that | 


high speeds are responsible for 
more and more accident deaths 
and injuries, conference statistics 


show that automobile deaths have | 
increased all out of proportion to} 


the increase in the number of 
cars since high power became so 
emphatic in automobile manufac- 
turing. 

In the last 12 years, St. Clair 
pointed out, the annual toll of 


lives had doubled while slightly | 
more than two-thirds as many) 
In | 


more cars are in operation. 
1923 there were 18,394 traffic 
deaths. 
exceeded 36,000. Car registrations 
in 1923 totaled 15,092,177 and last 
year reached 26,221,052. 

Campaigning against the rising 
toll of life and limb in traffic ac- 
cidents will reach really national 
proportions next month. On Oct. 
1 and 2, official representatives of 
virtually every state will gather 
here to formulate a definite pro- 
gram by which it is hoped the in- 
dividual states will muster their 
whole might against the high- 
way menace. 


Last year the number | 


These are 


not have them now. 
Tlli- 


Arkansas, Florida, Georgia, 
nois, Louisiana, Missouri, 
sippi, Oklahoma, Tennessee and 
Wyoming. 

Driver’s License O.K.’ed 


The drivers’ license law in the 
past has been beset by opposition 
from certain automotive and farm 
organizations but the conference 
has received assurance that these 
objectors now will support the es- 
sential features of the measure. 

The forthcoming sessions will 
also consider steps to be taken in 
the case of states whose traffic 
safety statutes are deemed in- 
adequate. About 16 fall under 


this designation. 


‘HATS OFF’ 





Another prengreres: effort of 
the campaign to be laid before 
the conferees will be establish- 
ment of uniform signals and reg- 
ulations for street intersections. 
Such problems as whether right 
turns shall be made on red lights 
will be threshed out. Other sub- 
jects which have been suggested 


Missis- | fOr consideration are universal 


limitations on maximum speeds, 
compulsory mechanical inspec- 
tion at regular intervals, use of 
safety glass, pedestrian control, 
limitation of widths of trucks and 
buses, uniform signs and prac- 
tices in approaching electric cars 
and railway crossings and plans 
for dealing with drunken driving. 

Among the co-operation organ- 
izations are the American Assn. 
of Motor Vehicle Administrators, 
U. S. Chamber of Commerce, 
Automobile Manufacturers’ Assn., 
American Automobile Assn., 
Michigan Manufacturers’ Assn., 
American Farm Bureau Federa- 





tion, Assn. of American Rail- 
roads and American Transit 
Assn. 
10,000 View Diesel 

At Michigan Fair 

DETROIT.— The story of the 
progress of the diesel engine in- 
dustry was presented to more 
than 10,000 visitors at a display 
of the Detroit unit of the Hemp- 
hill Diesel Schools, Inc., at the 
Michigan State Fair in Detroit, 
Sept. 4 to 13. 

The purpose of the State Fair 
display, one of the first diesel 
exhibits of the kind in the mid- 
west, was to bring to persons who 
had heard little of the diesel in- 
dustry the story of a _ project 
which is generally expected to be 
one of the major factors in busi- 
ness and industry of the future. 
The Detroit school, which opened 
in September, 1935, has already 
graduated more than 200 resident 
students. 


Truckers’ Truce 
Goes on Rocks 


RALEIGH.—North Carolina has 
cancelled a “truce” with Alabama 
under which truck drivers of the 
two states have been operating, 
according to official announce- 
ment by R. R. McLaughlin, direc- 
tor of the state motor vehicle li- 
cense bureau here. 

Hereafter, North Carolina 
trucks in Alabama must qualify 
with the Public Service Commis- 
sion there and pay a mileage tax. 
Alabama trucks in North Caro- 
lina must carry ‘for hire’ license 
plates. 


Ikert Resigns 
_ CHICAGO.—B. M. Ikert has re- 
signed his position as technical di- 
rector of Joseph Weidenhoff, Inc., 
effective Sept. 15. 


E present herewith a few more examples of the unprece- 
dented loyalty and enthusiasm which Pontiac cars and 
Pontiac dealers inspire in Pontiac owners. These brief quotations, 
representative of the thousands upon thousands of letters that 


pour in to Pontiac, speak for themselves. 


Obviously, Pontiac cars and Pontiac 


dealers enjoy confidence and prestige seldom given to any product or any 
organization. And make no mistake about it, these letters are the authentic voice 
of America as a whole, for they come from people in every income group and in 
every type of occupation. Select a hundred of these letters at random, check up 
on the writers and you would have before you an exact cross-section of the 


average American community. 


The practical aspect of this fact will be readily recognized. Thanks to 
Pontiac’s fine quality and the high calibre of Pontiac dealers, this car has won. 
consideration and acceptance from every kind of buyer, regardless of the price- 
class in which he habitually buys! Pontiac’s sales possibilities are virtually 


unlimited. Asa result, established Pontiac dealers have no fear of saturating 
And the future and profits of new 


Death Toll Rises 

At a time when, after a good 
showing earlier in the year, it is 
becoming apparent that the 1936 
total of deaths will exceed that of 
last year, this meeting will be one 
of the most important yet spon- 
sored by the Accident Prevention 
Conference. The sessions will re- 
volve around the unequivocal sup- 
port by the conference of the Uni- 
form Vehicle Code, evolved 
through recent years by the Na- 
tional Conference on Street and 
Highway Safety. 

Portions of the code have been 
extensively adopted by the states, 
but the impending meeting will 
concentrate upon persuading more 
to co-operate. Particular em- 
phasis will be laid upon obtaining 
the passage of drivers’ license 
laws in the 10 states which do 


the market in their particular communities. 
Pontiac dealers are restricted only by their ambition and capabilities, 


PONTIAC MOTOR COMPANY, PONTIAC, MICHIGAN 
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NASFC Officials Analyze Financing Trends 
Production Goal of 4,600,000 


Annual Convention O pens 


Monday at Hot Springs, Va. 


CHICAGO.—With the National 
Assn, of Sales Finance Companies 
annual convention set for open- 
ing Monday at Hot Springs, Va., 
two officials of the association 
this week analyzed phases of fi- 
nancing and the industry’s place 
in the recovery picture. They are 
John R. Walker, managing direc- 
tor, and Milan V. Ayres, secretary. 
Their conclusions appear in the 
current issue of Time-Sale Fi- 
nancing, the official NASFC pub- 
lication. 

Discussing “Installment Credit’s 
Contribution to National Recov- 
ery,” Walker says that “at the 
low point of our recent economic 
retreat, an appraisal of our losses 


values had vanished, 7,000 banks 
had closed, 100,000 commercial 
enterprises had failed, and much 
of the merchandising capital of 
the country had been wiped out.” 


Finance companies met a cru- 
cial need in 1933 and have con- 
tinued to do so since, asserts 
Walker, “by supplying hundreds 
of millions of dollars needed to 
enable the merchants to restock 
their empty shelves and ware- 
houses. 

“The public, attracted by the 
new models and the lower prices, 
was willing to buy, but with in- 
comes decreased and savings de- 
pleted, a great majority of po- 


cash for the new wares and the 
merchants were unable to ex- 
tend the necessary credit,” he 
adds. 

“Again the resources of the 
sales finance companies supplied 
the need. Renewed activity in the 
installment merchandise lines 
created a demand for the prod- 
ucts of the heavy industries as 
well as for transportation. All the 
business indices show that the 
merchandising lines in which in- 
stallment selling and sales financ- 
ing is the essential factor, are 
leading the march to full recov- 
ery. 

“In fact, some of these lines 
have already overtaken and sur- 
passed their 1929 levels. When the 
history of the depression and the 
recovery is written, let it be re- 
corded that the mobile force of 
installment credit helped mightily 
to turn the tide.” 


For Industry Seems Assured 


(Continued from Page 1) 


year, with the experience of the 
last quarter of 1935 to guide them, 
the difficulty which dealers had 
in obtaining cars for Christmas 
delivery is not likely to develop. 
This factor alone should indicate 
a total in the final quarter in ex- 
cess of the same period of 1935, 
but in addition there are other 
factors. 

During the first nine months of 
1936 sales have been running 13 
per cent ahead of the same period 
last year. There is no reason to 
expect that this ratio will be 
changed in the closing quarter. 
Then, too, there is real reason to 
believe that a shortage of new 


showed that $100,000,000,000 of! tential buyers were unable to pay 


Says America 


‘to Pontiac 


and Pontiac Dealers 


“Before buying a new car I talked to Pontiac owners 
and that’s what sold me a Pontiac. They couldn’t say 
enough about this fine car and the equally fine dealer 


service.”’ 
L.T.W., San Francisco, Calif.* 


“Pontiac has everything any human needs for com- 
fortable, effortless transportation. Your dealer has 
given me attention far beyond my actual needs and 


expectations.”’ 
F.M., Houston, Pa.* 


“The outstanding car in the low-price field for serv- 
ice, comfort, beauty and economy. Your dealer is 
recognized as the most dependable and courteous in 


the state.”’ 
W.L.S., Oshkosh, Wisc.* 


“I have never dealt with a company that gives such 
service as your dealer here. I hope to buy another 
Pontiac next year, and you can bet I wouldn’t buy it 


‘anywhere else.” 
C.B.R., Saginaw, Mich.* 


‘‘As a result of the fair dealing of your dealer here and 
my complete satisfaction with my new Pontiac, the 
truck I intend to buy soon will certainly be built by 


General Motors.”’ 
R.S., Dallas, Texas* 


“I have done business with your dealer for more than 
three years. During that time they have rendered me 
more than satisfactory service, and this is in keeping 
with their general reputation for honest, efficient, 


reliable service.”’ 
A.E.S., Auburn, N.Y.* 


“The perfect car for the traveling man, especially 
because I find the same kind of conscientious dealer 
and able service men everywhere I go.”’ 

P.R.T., Ada, Okla.* 


“‘We have purchased 15 Pontiacs from your dealer 
here so you can imagine that we are well pleased with 
both your car and your dealer.”’ 

A.M.S., Bridgewater, Mass.* 


*Excerpt from a letter on file at the Pontiac Motor Company, 


If you are interested in acquiring the 
Pontiac franchise, please communicate 
with C. P. Simpson, Vice-President and 
General Sales Manager, Pontiac Motor 
Company. Your communication will be 
regarded as strictly confidential. 








cars will develop during the next 
three to five weeks. This will 
mean that dealers will have orders 
waiting to be filled before the new 
models actually are available. 
Added to this is the fact the pro- 
duction of new models this year 
is likely to get underway a week 
to 10 days earlier than last year. 
Already Studebaker and Packard 
are in the swing and Buick today 
announce that production already 
has started. All this points to a 
much better production in the last 
quarter than in the same period 
in 1935. 


From a sales standpoint the last 
quarter also should run well above 
1935. In many cases last year 
dealers had no cars to sell’ when 
the models first were introduced. 
Also the public was not aware 
of the change in announcements 
and many buyers, accustomed to 
wait until spring stuck by their 
old habits. A factor also in the 
market this year is that dealers 
generally are in better shape from 
a used car standpoint and many 
have improved their financial 
position during the past year. Ac- 
ounts receivable have been sharp- 
ly reduced by a large section of 
the dealer body. 


From a price standpoint there 
is likely to be little change one 
way or the other. Increases in 
steel prices which were announced 
last week are not considered of 
sufficient importance to affect the 
price of a finished car. One maker 
replies to a querie from ADN as 
follows: “In my opinion increased 
steel prices will not affect car 





Finest 

I want to compliment you 
upon the Almanac which 
you sent me and which I 
believe is the finest thing 
ever gotten out as it gives 
a chronological history of 
all car makers. 

I have reviewed this mat- 
ter with our sales and ad- 
vertising divisions and have 
pointed out how best it can 
be used.—Joseph E. Field, 
president Chrysler Sales Di- 
vision, Detroit. 








prices immediately. However, 
anticipated increases in various 
other materials may well force 
a prize adjustment in the spring.” 
Another says: “We do not see any 
reason why the new steel prices 
should make any difference to us 
in pricing our 1937 series cars.” 
Still another adds: “If increased 
prices on bars and hot rolled 
sheets spreads to include all 
classes, as we think it will, we 
will have approximately a $2 in- 
crease in cost per car, which 
would naturally affect the price 
to the consumer.” 


Looking past the fourth quar- 
ter to 1937, it would seem that 
the car market next year is in 
a technically sound position. At 
the close of 1929 total registra- 
tions in the United States were 
23,121,589 passenger cars. At the 
close of 1935, the total, after a dip 
during the depression, has climbed 
back to 22,565,347, leaving us still 
a half-million units below the 1929 
peak and with the majority of 
cars in registration more than 
seven years old or older. This 
leaves us a market potentially as 
good as that which existed at the 
beginning of this year and with 
increased employment, higher 
wages and general business im- 
provement sales should run 10 to 
15 per cent above the current 
calendar year. 





12 


AUTOMOTIVE DAILY NEWS, SATURDAY, SEPTEMBER 12, 1936 


Prepare Uniform Traffic "Prograin at Oct. Meet 


Plans Will Be 


e Submitted 


For Legislative Action 


WASHINGTON. — Representa- 
tives of all states and the Dis- 
trict of Columbia this week were 
invited to meet in Washington on 
Oct. 1 to draft a uniform traffic 
regulations legislative program 
for the coming sessions of state 
legislatures. The invitation was 
issued by Representative Emmet 
O’Neal, of Kentucky, chairman of 
the uniform traffic regulations 
subcommittee of the Accident 
Prevention Conference, called by 
Secretary Roper at the request 
of President Roosevelt. 

The session will last two days, 
it is stated. The initial meeting 
will consider situations in states 
which have weak driver license 


legislation. There are about 25 
states in this category. The rest 
of the sessions will be given over 
to discussing ways and means of 
obtaining adoption of other feat- 
ures of the uniform vehicle code 
as drafted by the National Confer- 
ence on Street and Highway 
Safety. This code embraces such 
features as uniform signal and 
speed regulation. Whether the en- 
tire uniform vehicle code will be 
presented to the legislature, as re- 
commended by Representative 
O’Neal’s committee, or presented 
in sections will be discussed. 
Announcement also was made 
that Secretary Roper had sug- 
gested to Col. A. B. Barber, di- 





O 





rector of the National Confer- 
ence on Street and Highway 
Safety, that the activities of the 
Conference, as sponsored by the 
Department of Commerce, be 
terminated. The Conference or- 
iginally was set up in 1924 with 
the primary purpose of drafting 
a uniform traffic code. It has 
been continued under the chair- 
manship of each successive Sec- 
retary of Commerce. Its drafting 
work was completed in 1934, but 
the executive committee, at the 
request of the Conference, was 
continued by Secretary Roper to 
carry on promotional work in 
connection with adoption of the 
code. The last Congress author- 
ized the Accident Prevention Con- 
ference and Representative 
O’Neal’s committee particularly to 
direct the promotional work and 
made an appropriation of $35,000 
for expenses. 


clean 


OAD DUST and city soot are not a grimy 
R problem when a car is upholstered in 
mohair velvet. The erect fibres of Velmo shed 
dirt and protect the passenger’s clothing con- 
stantly. A light brushing, or vacuum clean- 
ing, after a trip is all that is needed to keep 
this beautiful mohair velvet bright as a new 


penny. 





New Power Head 
For V-8 Engines 


DETROIT. Mich.—Federal-Mo- 
gul Corp., has announced a new 
power head for Ford V-8 engines. 
This new head is known as the 
Federal - Mogul Thermo - Flow 
Power Head and is said to com- 
bine a number of operating advan- 
tages and economies. Designers 
claim it minimizes localized hot 
spots, permits higher compression 
ratios and power output, reduces 
carbon formation and results in 
materially increased gasoline 
mileage. 

The new power head is de- 
signed to appeal to all users of 
Ford-powered vehicles, commer- 
cial haulers, fleet owners, bus op- 
erators, police, fire and ambulance 


SWEEP 


Where other upholstery might have to be 


dry cleaned, spots and stains wipe off Velmo 
with a soapy cloth. Velmo is “kind to cloth- 
ing”, for one’s clothing cannot acquire a shine 
Neither does the rich, luxurious beauty of 
Velmo raise the price of a car. Strong selling 


points these, and even better... Velmo lives up 


to its wear-slogan, “Good to the Last Mile!” 


VELITIO 


MOHAIR VELVET 


A GOODALL 


L. 


SANFORD PRODUCT 


C. CHASE & COMPANY, INC 
selling division of Goodall-Sanford 
295 Fifth Avenue, New York 


Boston * Chicago + Detroit « San Francisco 











departments, and users of Ford 
V-8 marine power plants. 


It is now being offered as ori- 
ginal equipment and for replace- 
ment on Ford V-8 marine conver- 
sions made by marine engine 
builders, including Kermath, Leh- 
man, Oscar Smith & Sons, and 
Scripps, and has figured promi- 
nently in many important boat 
racing victories. Special Thermo- 
Flow power heads are also offered 
in certain models by Chris-Craft 
and by Johnson Motor Co. on 
their Class A and B Sea Horse 
outboard motors. 


Service Station 
Taxes Reach 40% 
Of Dollar Volume 


WASHINGTON. — Taxes col- 
lected through service stations in 
the state of Washington amounted 
to more than 40 per cent of the 
total dollar volume of business 
transacted by them in 1935, it is 
shown by preliminary reports of 
the Census of Retail Business 
published by the U. S. Depart- 
ment of Commerce, 


Total volume of business trans- 
acted amounted to $38,251,000, 
while collections of state and fed- 
eral gasoline taxes and of federal 
lubricating oil taxes amounted to 
$15,493,308. These figures indicate 
that each of the 6,247 persons, in- 
cluding active proprietors, mak- 
ing their living in service station 
work, collected $2,464 in taxes for 
state and federal government. 


Total payrolls, exclusive of 
compensation for proprietors and 
firm members, amounted to §$2,- 
834,000, or about 18 per cent of 
taxes collected. 

The average service station 
transacted $10,540 worth of busi- 
ness and collected an average of 
$4,265 in taxes. The average re- 
tail store in the state enjoyed a 
business of $21,000. 


The reports show that employ- 
ment in service station work in- 


| creased 24.6 per cent in 1935 over 
| 1933 as compared with an aver- 
| age increase of only 9.4 per cent 


for retail establishments gener- 


| ally. The stations employed 6,247 
as against 5,013 in 1933. 


Helpful Reference 

The new 1936 Automotive 
Almanac is a helpful sta- 
tistical reference, — Claude 
A. Jaeger, The Associated 
Press, New York. 





N. Carolina Car Sales 


Show Drop in August 


RALEIGH, N. C.—The monthly 
report of the state motor vehicle 
Bureau discloses that car sales 
in August totaled 4,595 as com- 
pared with 5,003 in August, 1935. 
Truck sales last month aggregated 
1,520, against 1,358 in August, 
1935. The bureau’s report also 
showed that sales of new cars for 
the first eight months of 1936 
declined from 36,975, the 1935 
figure, to 32,660. Truck sales drop- 
ped in the same period from 
10,399 to 9,379, it was stated. 

During August, according to 
the bureau’s report, Chevrolet 
maintained its lead in new sales 
for the eighth successive month 
of the year, followed closely by 
Ford with 1,114 and Plymouth 771; 
Trucks: Chevrolet, 631; Ford, 412; 
and Dodge, 224. 


Tax Collections Up 
RALEIGH, N. C.—The state reve- 





nue department reports that gaso- 
line tax collections during August 
totaled $1,919,842.86, as compared 
with $1,692, 611 42 in August, 1935. 
The motor vehicle division reported 
total receipts of $2,148,092.28 last 
month, an increase of $225,470.05 
over August, 1935. 
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“Te Show selects the Cilience 


AT A SYMPHONY CONCERT 


The conductor turns to his waiting orchestra, taps for 
silence ... and, with raised hand, evokes the first golden 
tones of a masterpiece . . . to enchant a rapt audience. 
Music raises no barrier between the sexes. Bach and 
Beethoven, Wagner and Mozart exert an equal power 
over men and women. 


IN REDBOOK: Tre fashion mysteries of 


Paris—peplums and redingotes—are a sealed book 
to men. Nor do many women have a passionate 
interest in Goose Goslin’s batting average. Between 
the extremes of interests exclusive to one sex, Red- 
book takes its stand . . . on the broad field where 
men’s and women’s interests meet. In thousands of 
cases Redbook is bought by one and read by both. 


Every month, Redbook’s vital fiction, interesting 
articles, illuminating comment attract an audience 
of a million families ... alert, critical people who 
earn and spend an average annual income of $4156 
(nearly three times the level of the nation). 

As one index of the potentialities of the Red- 
book market for advertisers, we can cite the fact 
that on our last survey we found that 347 out of 
1000 readers said they intended to buy a new car 
within the ensuing year. 

The cost of reaching 1000 families in Redbook is 
$2.48, an exceptionally low rate for an exceptionally 
rich market. Why not tell them about your product? 


A FINE SHOW SELECTS A FINE AUDIENCE. 
ADVERTISE TO YOUR BETTER CUSTOMERS IN REDBOOK. 





AUTOMOTIVE DAILY NEWS, SATURDAY, SEPTEMBER 12, 1936 


Confidential Service Begins for MEWA Members 


Bulletins Will Contain 
Business Building Facts 


CHICAGO. —Institution of a 
confidential “fact reporting” serv- 
ice to its members is announced 
by the Motor and Equipment 
Wholesalers’ Assn., through B. W. 
Ruark, general manager. The 
bulletins will appear regularly, 
states Ruark, and the plan is to 
cover all phases of jobber opera- 
tions. 

Current bulletins relate to such 
subjects as ways and means for 
jobbers to obtain a greater share 
of dealer business in recondition- 
ing used cars; the cost of doing 
business in the wholesale automo- 
tive trade; reports of profits of 
important chain organizations by 
way of “keeping an eye on the 
other fellow;” a budget plan for 


salesmen; and legislative matters 
such as the social security act. 

A news release by the MEWA 
states in part: 

“Particularly important is the 
tabulated report on the cost of 
doing business in the wholesale 
automotive trade. It shows the 
average turnover of jobbers oper- 
ating at a profit is 4.6 times. The 
report compares profitable and 
non-profitable operations and 
points out some of the reasons 
for the differences shown. 

“A budget plan for salesmen is 
a particularly constructive devel- 
opment. It plots the comparative 
average volume of: each month 
of the year and works out a series 
of figures to guide salesmen in 


‘aiid and controlling their 
expenses so that some of the ex- 
tra earnings in June and July 
may be available to augment the 
decreased earnings in December. 
MEWA feels that successful, con- 
tented salesmen must apply the 
same budget fundamentals as the 
well managed firm with which 
they are associated.” 


New Packard Dealer 


INDIANAPOLIS.—Appointment of 
Central Motors, Inc., as Indianapolis’ 
newest Packard dealer has been an- 
nounced by Preston Tucker, presi- 
dent and general manager of Pack- 
ard Indianapolis, Inc., distributor for 
the territory. The new agency is 
headed by R. C. Cohn, who has been 
affiliated with the automotive in- 
dustry here for the last 20 years. 
Central Motors, Inc., is the successor 
to the Central Buick Co. 


°37 Buicks in Production 
Will Spend $14,500,000 


(Continued from Page 1) 


adequate and efficient housing of 
all production operations.” 


Notable among the projects is 
the construction of five new build- 
ings which will involve the shift- 
ing of entire manufacturing de- 
partments into new quarters and 
the more efficient utilization of 
other buildings thus vacated. 

Transmission Piant 

An entirely new transmission 
plant will have an increased ca- 
pacity of 70,000 transmissions a 
month; a new building is being 
erected to house the master me-- 
chanics division, the works en- 
gineering division, personnel de- 
partment, and metallurgical and 


psivats transportation is a tradition in Ohio, a 
custom handed down from covered wagon days to 
the present. Here, automotive expense never appears 


in the family budget as “Luxury,” 


but side by side 


with rent and clothing. During the first half of 1936, 
for example, the number of passenger car registra- 
tions in Ohio amounted to 7.41% of the total for the entire country: 
and during 1935 only two states spent more than Ohio for registration 


fees. 


In the rich trading zone in and around Cincinnati, the Cincinnati Times- 
Star is responsible for the bulk of these sales in private transportation. 
During the first eight months of 1936 the Times-Star carried 63% 
MORE Automotive Advertising than the other evening newspaper, 
120% MORE than the Sunday paper, and 173% MORE than the 


morning paper. 


The Times-Star gives the advertiser the greatest daily city and 
suburban circulation in the Cincinnati district, AT THE LOWEST 
UNIT (Milline) RATE OF ALL DAILY NEWSPAPERS IN OHIO. 
You need only the Times-Star to do a complete selling job in this 
territory at one low cost. 


NEW YORK: Martin L. Marsh, 60 E. 42nd Street 
CHICAGO: Kellogg M. Patterson, 333 N. Michigan 


HULBERT TAFT 


Hd VA Dh yed Veet 





standards division. Other plans 
include the construction of a new 
heat treat building for the gear 
and axle plant, the demolition of 
outmoded buildings and the con- 
struction of new truck-away and 
drive-away facilities for delivery 
of Buick cars to owners and 
dealers, 

Additional steel storage facili- 
ties needed by the forge division 
due to increased production will 
be provided by extension of the 
forge plant’s steel yard craneway 
and the installation of additional 
facilities for handling this ma- 
terial. 

The new construction, together 
with change-over to 1937 model 
production, involves a complete 
redesign of the Buick manufac- 
turing layout, Curtice said. Many 
major changes already have taken 
place, while others will be made 
from time to time until all new 
buildings are completed and occu- 
pied and the various manufac- 
turing divisions affected are func- 
tioning in their new quarters. He 
said the building program and de- 
partmental change-overs resulting 
from it will occupy the major part 
of a year. 

Affects All Departments 

The increase in final assembly 
operations will affect all manufac- 
turing division which have been 
geared up accordingly, the execu- 
tive said. Among major items, 
besides the building program, are 
complete modernization of the 
power plant involving installation 
of new boilers, turbo-generators 
and other equipment; new ma- 
chinery installations and re-ar- 
rangement of production lines in 
the engine plant; extensive mod- 
ernization in the foundry involv- 
ing improved methods of shipping 
and handling castings, new dust 
collecting and ventilating systems, 
improved methods for cleaner 
castings, said to be outstanding in 
the industry, and new charging 
and air supply equipment for the 
six cupolas. 

Much of the new foundry equip- 
ment is revolutionary in character 
and is of special design adapted 
to Buick needs. The result, be- 
sides greater efficiency and bet- 
ter castings, is greatly improved 
working conditions throughout 
this important manufacturing unit. 


New Heat Treating 

A new heat treat unit for the 
forge division has been completed 
and now is in operation. In addi- 
tion, extensive additions are being 
made to the equipment of this di- 
vision including a new 16,000- 
pound drop hammer for the forg- 
ing of crankshafts, one of the 
largest in use in the industry, and 
new “Buffalo” billet shears which 
cut cold bar steel to size for the 
forging furnaces. 

One of the principal items in 
the 1937 model machinery budget 
is for new gear generating and 
cutting equipment installed in the 
gear and axle plant. Installation 
of new machinery and equipment 
in the tool division, sheet metal 
plant, transmission plant and ex- 
tensive re-arrangement of the final 
assembly line are among other 
items on the immediate Buick 
expansion agenda. 


Hogenson Named 


CLEVELAND.—William Hogen- 
son has been named special repre- 
sentative of Toncan Iron enamel- 
ing stock, according to F. H. Ram- 
age, manager of sales promotion, 
Republic Steel Corp. His work will 
be in conjunction with that depart- 
ment under the new product de- 
velopment division. 

Hogenson comes to Republic with 
a background of technical and busi- 
ness training and a close association 
with the enameling industry through 
his most recent connection, Chicago 
Vitrous Enamel Products Co. 
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WHAT DO PLYMOUTH 
PROSPECTS READ? 


i PEELE 


= 


Cheek Your List Against 
These Magazines Found With 
227 New Plymouth Denizens 


1. Collier’s 


2. Good Housekeeping 


3. 
4. 


Saturday Evening Post 


McCall’s 


: Liberty 
\ Cosmopolitan 


. TRUE STORY 


. Ladies’ Home Journal 


. Woman’s Home Companion 


. American Magazine 


, Literary ‘Digest 


. Better Homes & Gardens 
3. Redbook 


. American Home 


. Time 


. National Geographic 


Only above magazines listed on questionnaire 


read by 
read by 
read by 
read by 
read by 
read by 
read by 
read by 
read by 
read by 
read by 
read by 
read by 
read by 
read by 
read by 


4.7% 
24.7 % 
22.59 
18.9% 
18.5% 
18.1% 
16.3 % 
14.1% 
13.7% 
12.8% 
10.1% 

7.9% 

7.9% 

5.3% 

3.5% 

2.2% 


V The Wage Earner Family Magazine Power That 
Reaches The Men That The Weeklies Don’t Cover 


TRUE STORY 


Source of names investigated —R. L. Polk & Co. 


Research conducted by Watts Whelan Co. IISc A COPY « NEW CENTER BUILDING, DETROIT 
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British Owners Manifest Interest in New Models 


Predicted Rise in Prices 
Has Failed to Materialize 


WASHINGTON.—With the end 


of the English automobile manu- 
facturing year in sight, and stocks 
of new cars on the floors of deal- 
ers held at fairly low levels, trade 
interest centers on the produc- 
tion plans for the 1937 season and 
any announcement of new poli- 
cies, according to a report of the 
Department of Commerce. 


Several new models already ad- 
vertised have given some indica- 
tions of the relatively unchanged 
policy of some manufacturers in 
so far as price is concerned. The 
predicted increase in prices due 
to larger material costs has not 
yet been in evidence and, in fact, 
some companies have reduced 
prices on certain models. 


The Standard Motor Co. has 
announced three price reductions 
in its “Flying Standard” models 
ranging from £6 to £16. 

Humber has announced that it 
will not change its policy for 1937 
and all of its sixes will be con- 
tinued unaltered and at current 
prices. The general policy of 
making few changes in models is 
not unexpected after the consid- 
erable number of changes effected 
to produce the 1936 models and 
delay in getting into full produc- 
tion on those models. Prices on 
the “Twelve” will be reduced from 
£27 to £37. 

Hillman is expected to incor- 
porate few changes in the 1937 
program. Body lines are not to be 
radically altered and changes are, 
in general, to be confined to in- 
teriors. Price reductions from £10 
to £40 have been announced. 

All of the producers mentioned 
have enjoyed an excellent demand 
for their vehicles and anticipate 
an equally good year in 1937. 

The annual motor exhibition is 
to be held at Olympia from Oct. 
15 to 24. The exhibition is spon- 


Chrysler Men 
Taught Value 
Of Good Service 





sored as usual by the Society of 
Motor Manufacturers & Traders 
Ltd. and will have the customary 
display of private cars, carriage 
works, accessories and parts, 
tires, motor boats, marine engines 
and accessories service and gar- 
age equipment, caravans and 
trailers. It will be used by most 
of the principal motor vehicle 
manufacturers and_ concession- 
aires to introduce their new 1937 
programs to the public. 


One large group, Morris Motors 
and its affiliates, are following 
their policy of announcing cars 
by series rather than by annual 
models and have not held up the 
new series announcements until 
the date of the motor exhibition. 


Grange Officials Seek 


Repeal of Gasoline Tax 


TRENTON, N. J.—Claiming the 
farm population of the country 
pays 25 per cent of motor vehicle 
taxes, prompt repeal of federal 
automotive taxes, particularly fed- 
eral gasoline taxes, is advocated 
by David H. Agans, master of the 
New Jersey State Grange, and 
Harry E. Taylor, executive sec- 
retary of the New Jersey Farm 
Bureau, in a letter sent all New 
Jersey Congressional candidates. 


“Taxation of the motor vehicle,” 
the letter declares, “has reached 
the point where oppressive and 
unfair demands must stop, and 
consideration be given to possible 
reductions. Until recently, each 
year has seen an increase in the 
demands that legislators have 
made. Public opinion is aroused 
and is demanding that principles 





of- fair play be substituted for 
expediency. 

“It has been’ conservatively 
estimated the farm population 
pays 25 per cent of the taxes on 
motor vehicles. We know from 
experience that in those states, 
which have a reasonable tax rate, 
that our farm population own and 
operate more motor cars than 
those states where the rate is 
higher. 

“The time has come to con- 
sider the motorists’ tax problem 
from a standpoint of fairness and 
the ability to pay. A most unfair 
example of duplicate taxation is 
the federal tax on gasoline. This 
tax is paid by every farmer, not 
only on the motor vehicle he 
drives, but also on his very neces- 
sary farm equipment. We earn- 
estly urge that part of your pro- 
gram be the expressed desire to 
work for the repeal of the fed- 
eral tax on gasoline.” 





Aug. Buick Sales 
Nearly Triple *35 


FLINT.—Domestic retail deliv- 
eries of the Buick Motor Co. dur- 
ing August totaled 11,340 units 
compared with 14,773 in the pre- 
vious month and 4,933 in August 
a year ago, the company reports. 

During the last 10 days of the 
month Buick dealers in the United 
States delivered 2,327 cars at re- 
tail as against 1,994 in the cor- 
responding 1935 period. 


Jackson Named 

NEW YORK.—James A. Jackson 
was this week elected a director of 
the Reynolds Spring Co. Jackson 
was for many years a vice president 
of the National City Bank of New 
York, leaving that institution the 
first of the year to join the bank- 
ing house of Lazard Freres & Co., 
Inc., New York. 


Because farmers have 
this farm tool sells mote 


IGHER farm prices alone are not responsible for 
H increased motor car and truck sales to farmers. 
The basic reason is a radical change in farm thinking 
During the post-war farm-price defla- 
tion farmers discovered another factor in farm profits 


and operation. 


besides high corn, wheat and hog prices. 


ing of hogs. 


dealers’ sales charts. 


tangled oats with a ligh 
Carolina farmer fenced r 


Such practical, case-fact 
modern farming costs ang 


With that other factor you in the automotive industry 
It is cost of production. 


It teaches the farmer to 
trucks as he looks at hi 
terms of modern design, 
efficiency. 


DETROIT.—Nearly 250 regional have long been familiar. 
and district men of Chrysler Corp., ™ 

who have been here attending a 
three-day convention on sales and 
service promotion were given first 
hand pictures of the importance 
of service at the Friday morn- 
ing session. 

The entire morning was devoted 
to a series of films and stage 
plays showing service conditions 
as they now exist and improve- 
ments that should be made. 


Safety was made the theme of 
the meeting by W. A. Hillman and 
Tom Moss of the service section. 
Better trained men, the adoption 
of greater responsibilities towards 
the car owner and greater sales 
and service promotional work 
through direct mail campaigns 
are needed, they said. 


The biggest feature of the meet- 
ing was the demonstration of the 
opportunities open to dealers in 
modernized lubrication depart- 
ments. A “before and after” scene 
showing a typical greasing section 
and then a modernized lubrication 
department with increased num- 
bers of owners coming in, sounded 
a keynote as one of the major 
activities to be followed by the 
corporation contact men with the 
dealers. Actual figures from 
dealers held the interest of the 
delegates to the meeting. 

Officials from the various units 
of the corporation were in at- 
tendance. K. T. Keller, president 
of Chrysler gave a talk on Service 
as it Affects Sales.” Roy Peed of 
De Soto, and J. E. Fields and J. 
W. Frazer of Chrysler were also 
in the audience. 


Capper’s Farmer has not only preached the need for 
lower farm production costs—but has given farmers 
the practical, usable, factual information with which 
to cut costs. 


It helps the farmer incr¢ 
come, which buys your 


And it assures that your 
Farmer will be studied i 
cally by more than 1,000 
who constantly use Cag 
farming tool. 


During the past eight years Capper’s Farmer has 
printed more than 12,000 articles on such facts as these: 
how an Illinois farmer handled two rotary plows with 
one tractor—how a Pennsylvania farmer made a 
tractor pay on 96 acres—how a Wisconsin farmer saved 


THE PRIMARY FARMING TOOL ON 1,000,000 


Se ee oe ee RE ee AE Te mE Ean 
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Warren R. Campbell Pleads 
For General Speeding Up 


By WARREN HASTINGS 


TORONTO, Ont.— Wallace R.| ample funds, 
Campbell, president of the Ford); burse them. 
Motor Co. of Canada, in the “Normal 
course of his address at the Au- 
tomotive Day luncheon of the di- 


they readily dis- 


times,” he said, “is 


sumption of general peace, plenty 


Exhibition, stated that he believed 
he spoke for the automotive in- 
dustry in general as well as for 
his company in particular in de- 


normal times might be defined as | 
those in which there was reason- | 
able gainful employment for all | 
workers, national safety and in- 


the major pre-requisite of the re- | 


1 





been lacking on the part of some, 
|}unscrupulous’ exploitation, the 
| legacy of which remains as a lia- 
bility to modern constructive in- 
dustries. 


He suggested that his auditors 
might profitably read the story of 
| Belshazzar’s banquet in Babylon, 
| with the prophetic incident of 
Daniel’s interpretation of the Me- 
| dio-Persian handwriting on the 
wall that foretold the imminent 
eclipse of the regime by the Per- 
sian conquest. Belshazzar was in- 
formed that he had failed to do a 
good job, said Campbell, and was 


Cites Tariff Board 


| of year of 1934, had a net value 
therefore destined to be liquidated. | 


| vealed that while Canadians in 
| the relatively lean year of 1934 

had paid $14,000,000 more for the 
|motor vehicles they purchased 
| than they would have paid had 
| U. S. prices obtained in this Do- 
| minion the Canadian motor manu- 
| facturing industry disbursed $43,- 
| 000,000 in Canada, exclusively on 
| the production of cars for domes- 


| tic consumption. 
| 
| Thus the manufacture of motor 


vehicles in Canada for the Can- 
adian market exclusively in the 


to Canadians of $29,000,000, ac- 
cording to the Tariff Board re- 
port. Obviously this amount was 


claring: 


“We want higher wages. Higher 
wages are necessary for higher 
velocity 
spending” he said, adding: “Ex- 


volume and higher 


rectors of the Canadian HE and prosperity.” He stated that 


perience has demonstrated that | 


when people are 


in receipt of 


dividual comfort. He gave it as| 
his opinion that the era of in- 
dustrial exploitation was at an| 
end, pointing out that it would 
be futile to deny that during the | 


“It’s a good yarn, even if you| very considerably augmented by 
don’t believe it” he added. | the manufacture of motor ve- 

Briefly referring to the value of | hicles in Canada for export mar- 
the automotive industry to Can-| kets, which include those of ap- 
ada, he made reference to the| Proximately 100 countries. 





developmental process of industry 
in young countries there had not 





findings of the Tariff Board| A very considerable part of the 
which, among other things, re-| differential subsisting between 





Oo make money- 
rcars and trucks 


bmbine harvester—how a 
tubble for profitable feed- 


ormation means a lot to 
ofits—and to automotive 


at your motor Cars and 
ther farm equipment—in 
dern comfort and modern 


his profits and cash in- 
or cars and trucks. 


ivertisements in Capper’s 
lligently and sympatheti- 
© modern farm families— 
’s Farmer as a primary 
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Canadian and U. S. car prices is 
due, directly or indirectly, to taxa- 
tion and the time is over ripe, 
Campbell asserted, for the motor 
industry to make this clear to the 
Canadian public. The motor ve- 
hicle purchaser should be shown 
clearly how much of the price he 
pays for the vehicle is hidden 
taxation. “We must talk in plain 
terms. The need has been only 
too well demonstrated for com- 
plete frankness in industrial pub- 
lic relations.” 


He referred to the increasing 
need for technically trained labor. 
The trend of technological 
velopment appeared to indicate 
that the tolerances in machining 
a few years hence would be as 
much more exacting than those 
of today as they, in turn, are rela- 
tive to those of a decade or so 
ago. He suggested, as a means of 
developing technically competent 
operatives, an advanced system of 
apprenticeship by the industry. 
The recent indurate days of de- 
pression, he said, seemed to have 
dried up some of the wells of 
technical training. 


Attendance Large 


With the exception of the Na- 
tional Motor Show Dinner of the 
Canadian Automobile Chamber of 
Commerce, the Automotive Day 
luncheon of the directors of the 
Canadian National Exhibition is 
the greatest annual get-together 
of leaders of the Canadian auto- 
motive industry, trade and motor- 
ing organizations. With but few 
exceptions the presidents and 
other senior executives of all the 
Canadian producing companies, 
ear, truck, parts, tires, oil, gaso- 
line, were present, as were also 
the major officers of the Motor 
League and its affiliated clubs, 
the Canadian Section, Society of 
Automotive Engineers and, last 
but far from least, the President 
of the Canadian Automobile Assn., 
in which are federated the Motor 
Leagues of all the provinces, R. 
A. Stapells. 


50-Mile Speed 
Means License 
Loss in Mass. 


de- 


By JIM SULLIVAN 


BOSTON.—Motor Vehicle Reg- 
istrar Frank A. Goodwin has de- 
clared that speed in excess of 50 
miles an hour in Massachusetts 
will mean loss of the driver’s li- 
cense and cancellatio nof the reg- 
istration plates. The Bay State 
has no legal limit on speed and a 
driver going faster than 50 miles, 
or even twice that with no cross 
streets or traffic could not be 
convicted of exceeding the speed 
limit. 

However, Goodwin, noted for his 
activities on safety, is often a 
law unto himself. He has power 
to revoke licenses or cancel regi- 
stration for any cause he sees fit. 
Stating that speed is a factor in 
accidents, and realizing he has 
public sentiment backing him in 
his moves to make highways 
safer, he does not believe that 
this latest edict will be challenged 
in the Bay State. 

Just what the outcome will be 
with motorists from other states 
who exceed 50 miles an hour is 
problematical. They might be 
charged with reckless driving and 
summoned to court. But then the 
burden of proof would be on the 
arresting officer. And if conditions 
were “reasonable and proper” the 
driver would have to be acquitted. 
There is such a decision by a 
Massachusetts Judge who dis- 
charged an attorney after the 
man admitted he was going more 
than 60 miles an hour, but proved 
there were no intersections or 
much traffic, so the “reasonable 
and proper’ clause governing 
conditions was upheld. 
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Dodge anager Y Describes Plant PChange-over 


Says Visitors Would Enjoy 


Magnitude 


DETROIT. “Sometimes I 
think it a pity that automobile 
plants must remain closed to 
visitors during the yearly inter- 
lude in which factories make the 
changes necessary for the pro- 
duction of another model series,’ 
says William O’Neil, general man- 
ager of Dodge. 

If it were possible to have visit- 
ors watch and follow the many 
change-over operations, their 
physical magnitude alone would 
give them a& greater appreciation 
of the value of the automobile 
they now buy for so little money, 
thinks O’Neil, who also points 
out that no other industry under- 
takes to clean its slates so com- 


of Operations 


pletely, each year, as the motor 
car industry. Often miles of con- 
veyor lines are rerouted and re- 
timed, their cradles and carriers 
discarded for new ones adapted 
to the transportation of different 
parts and assemblies. Founda- 
tions are dug for the installation 
of new, larger, more powerful 
presses, Improved machinery is 
placed in position to replace ob- 
solete units or to provide greater 
production accuracy. Vast stores 
of standard and specially de- 
signed machine and portable tools 
must be junked and replaced with 
different equipment. Dies, some 
of them weighing tons and nearly 
all representing months of work 
by skilled artisans, are maneu- 


vered into press beds and given 
a final grinding and testing. 
Hundreds of electric motors 
used in driving machines are 
taken up for rewinding and re- 
pairs. Foundry furnaces’ and 
cupolas that for months have 


been pouring 24 hours a day, are} 


Stock bins | 
/} new cars to feel 


cooled off and relined. 
are cleared; the internal trans- 
portation system is revamped and 
augmented. 

While all these things are going 
on, shipments of raw materials 
and supplies worth millions of 
dollars arrive and are placed in 
position, ready for thousands of 
workers when they resume their 
stations and jobs. Finally, when 
confusion becomes order and pro- 
duction lines begin to move, 
when a thousand and one inter- 
related details are found to dove- 
tail into one another, there might 
be a moment, thinks O’Neil, for 
planners and preparers to take 





pride in the success with which | 
America’s peculiar talent for in-| 
dustrial organization has started 
another year of providing ideally 
efficient and economical trans- 
portation for everybody. About 
that time, however, everybody is 
too busy making and delivering 
greatly elated 
about something which, after all, 
will be done over, with varia- 
tions, a year hence. 


H. K. Work Renee 


PITTSBURGH.—Harold K. Work 
has been appointed director of re- 
search to head the research and de- 
velopment department of the Jones 
& Laughlin Steel Corp. In addition 
to directing the present research 
staff, Work will have charge of the 
new miniature steel plant designed 
to correlate the work of the research 
and development engineers with the 


manufacturing operations. 


me mon CCL Bars 


CUT TOOL 
EXPENSE 


— Cold Finished Steel 


Bars save you money because 


AMERCUT . 


American Steel & Wire Company,208 S. La Salle St., Chicago 
Empire State Bldg., New York. Offices in all principal cities 


Cold 
inished 


they are unsurpassed in machinabil- 
* 


ity at maximum cutting speeds. And 


they save you money because they 


are free from roll scale, which causes 


excessive machine wear and dulls a 


tool quickly. 


Consider this economy when you 


select cold finished steel bars. 


But 


consider also that Amercut Bars are 


available in the correct grade and 


type of steel to meet the precise 


need of every job—and in the exact 


analysis and finish required. 


Important too, is the fact that 


you can always count on prompt 


service—for we carry large and com- 


plete stocks of Amercut Cold Fin- 
ished Steel Bars. And don’t hesitate 


to ask us for technical assistance— 


our engineers are always available. 


AMERCUT 


COLD FINISHED 
STEEL BARS 


STEEL BARS 


Columbia Steel Co., San Francisco, Pacific Coast Distributors 
United States Steel Products Co., New York, Export Distributors 


UNTTED “STATES STEEL 
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|the popularity of the bike. 








‘Bicycle Output 
At Highest Point 
In Over 30 Years 


WASHINGTON. — The revival 
of the bicycle is strikingly por- 
trayed by figures just released by 
the U. S. Bureau of the Census 
which show a total output of 
639,439 bicycles in 1935, the peak 
over more than 30 years. 

The only census record of a 
larger production, is that for 
1899, when 1,182,691 bicycles were 
made in this country. 

The statement below gives the 
figures for the census years from 
1899 to 1935: 
Census 
Year Value 
$23,656,489 

3,740,923 

3,228,189 

5,361,230 
*12,498,000 
76,218,394 
10,726,900 

7,030,566 

5,803,440 

6,183,773 

4,733,254 
*5,402,000 
11,781,313 


tNot including 
certain establish- 
ents engaged primarily in other lines of 
“ture not separately reported. The 
of bicycles and parts made by 
amounted to $176,464. 


Number 
1,182,691 
250,487 
233,707 
398,899 
479,163 
¥216,464 
486,177 
303,446 
255,456 
307,845 
260,029 
£320,000 
639,439 


"Estimated in small part. 


data for bicycles made by 


manutl ac 
combined value 
these establishments 
tEstimated in part 


News that Sears, Roebuck & Co. 
has awarded a bicycle tire con- 
tract to Dunlop Tire & Rubber 
throws additional light on 


Production already is under way 


|in the Dunlop plant near Buffalo, 


having reached a total of 
casings daily. Additional 


ae 
1,500 


| production is planned as required. 


The American Dunlop plant is 


| now operating on its highest pro- 


duction schedules in recent years 
having added extensively to its 
working force. 


Worth While 

Your Almanac for 1936 
received and I want to 
compliment you on same, 
It’s a good thing and well 
worth while. We use it many 
times as Reference Book. 
The Buyers’ Guide is a 
splendid addition—W. L. 
Hughson president, Wm. L 
Hughson Oo., San Fran- 
cisco. 


Dean Gillespie Heads 


White Distributorship 


DENVER. — Dean Gillespie, 
district manager of the White 
Motor Co., here in 1913, will re- 
turn to Denver after 20 years in 
Cleveland to head an exclusive 
distributorship for White and 
Indiana trucks and buses, the 
White company announces. The 
new firm will bear the name 
of Dean Gillespie & Co. The new 
distributorship will be in the 
White-owned building at East 
Eighteenth Avenue and Pearl 
Street. Vice president and secre- 
tary of the Denver firm will be 
Jack Munroe. 

The Liberty Trucks & Parts 
Co., which has occupied the same 
building with the White Motor 
Co., for the past several years, 
has severed its connection with 
that firm and is moving into its 
new home at 690 Lincoln St. 


Furrer Named 


WEST ALLIS, Wis. — Rudolph 
Furrer, for the past three years as- 
sistant to the vice-president of the 
National Tube Co., and prior to that 
chief engineer and director of re- 
search for the A. O. Smith Corp., 
Milwaukee, has been named indus- 
trial engineer at the Allis-Chalmers 
Mfg. Co. here. 
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lOOO NEW CAR OWNERS 


have answered this 


QUESTION 


Every buyer who registered a new car in New York City 
and suburbs in the eight months following the Automobile 


Show last November was asked this question: 


“Of the New York newspapers you read regularly 


-—99 


which ONE do you prefer above all others? 


10,769 buyers replied. The preference in New York 
City and suburbs was overwhelmingly for Tke New 
York Times. 


Ten newspapers were named. The New York Times was 


far in the lead as first choice of 32.4 per cent of all votes. 


The number preferring The New York Times was 30 per 


cent greater than the number for any other New York 


newspaper. 


This survey, conducted by an impartial research corpora- 
tion, provides positive, direct evidence that more new-car 
buyers in the metropolitan area read The Times than any 
other New York newspaper; and, more important, that 
they prefer it above any other newspaper that comes into 


their homes. 


The point is this:—For volume sales in the rich New York 
market, automobile advertisers should concentrate in The 
New York Times, the newspaper that reaches the greatest 
number of prospects and commands, among the new-car 
buying public, the greatest reader-interest and loyalty. 


Che New ork Times 


Advertising ‘Representatives 
JOHN B. WOODWARD, INC. 


New Center Building 
DETROIT, MICHIGAN 


400 N. Michigan Avenue 
CHICAGO, ILLINOIS 
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Accessory Sales Called Business Barometer 
Hudson Chief Asserts They 


Indicate Banner Year in’37 


DETROIT.—The automobile re- 
tailers’ business barometer — ac- 
cessory sales—points to a big year 
in 1937 both for the automobile 


industry and business in general. | 


“In the past, accessory sales 
have proved a fair barometer of 
business conditions, rising rapidly 
when the country was entering a 
prosperous period, continuing 
heavy throughout the period and 
then tapering off as the downward 


curve of the economic cycle ap-| 


proached,” says W. R. Tracy, sales | 
|ing in popularity every year for | 
|the past several years, show a 50 


vice-president of Hudson. 
“Today, accessory sales are on 


the up trend,” Tracy stated, “and | 


there is an increasing demand for 
all kinds of ‘extras.’ Radios, heat- 
ers, special steering wheels, wheel 
discs, special tail lights, mirrors, 


First advertisement run by PACKARD 
in The New Yorker, January 16, 1936 ~ 





|large sales increases. 


|}are a good example. 


clocks, seat covers, special chrome 
equipment, horns and _ various 
other accessories are showing 


“Some items, especially those 
which are more of a necessity 
than a luxury, have been in ex- 
ceptional demand. Car heaters 
Hudson and 
Terraplane distributors and deal- 
ers so far this year have reported 
a 275 per cent increase over 1935) 
in heater sales. 

“Radios, which have been gain- 





per cent sales gain this year over | 
last year for our distributors and | 
dealers. 

“Hudson’s accessory business as | 
a whole for the year to date is! 


running about 44 per cent ahead 
of that for the comparable period 
of 1935, and the indications are 
that this percentage will go up 
quite a bit between now and the 
end of the year. 

“This spurt in accessory sales 
shows that the motoring public 
has more money to spend than 
they have had in many years, and 
when one stops to figure that 
there is an automobile for every 
5.6 persons in the United States 
one can readily understand why 
automobile dealers are convinced 
that accessory sales show which 
way the economic wind is blow- 
ing.” 


To Hold Symposium 

NEW YORK. — A symposium on 
corrosion resistant metals in design 
of machinery and equipment will be 
held as part of the American Society 
of Mechanical Engineers’ annual 
meeting in New York City, Nov. 30 
to Dec. 4. 





Used Car Situation Good 
Salt Lake City Dealers Say 


By F. L. W. 


SALT LAKE CITY.—The used 
car situation in Salt Lake City 
is not quite as good as it was, 
taking the city as a whole; but 
it is by no means alarming. Ex- 
act figures cannot be given, but 
a number of leading dealers have 
a few more used machines on 
hand than for some months. In 
April, Carl L. Snow, head of the 
Automotive Trades Publishing Co., 
made a complete survey which 
showed a total of 963 used ma- 
chines in dealers’ hands, the 
highest figure in six years. The 
same authority reports a total of 
10,384 new passenger car sales 
for this year up to Aug. 1, com- 
pared with 7,356 for the same 








New York Motor Show Issue 
dated Nov. 14—out Nov. 11 


IT STARTED 


THE BALL 


IN 1926 


N September 12th PACKARD is opening their 1937 sales 
campaign with a five-page four-color blast in The New 
Yorker. This is the largest single advertisement ever placed in 
The New Yorker by one company and one of the largest ever to 


appear in any magazine. 


We’re rather proud of being able to announce this news. Our 


ROLLING 





association with PACKARD dates from January 16, 1926, when 
they printed the single column advertisement shown here. 
Consistently, year after year, PACKARD have backed their 
belief in the selective market The New Yorker represents. 
Month after month, for ten years now, PACKARD have sent 
a steady stream of sincere, compelling advertisements into the 
homes of readers who are leaders in their communities, from 
coast to coast.... 
Readers who are key people to the high quality market—the 
pace-setters, the arbiters of style, the people other people copy. 
Fifteen other important motor car companies have used The 
New Yorker thus far in 1936. Many of them have been with us 
since the days when our magazine was in swaddling clothes. 
It is evident that the people who are first to read their New 
Yorker are profitable customers for an automobile maker. Quite 
as sound as “Ask the Man Who Owns One” is the selling 
strategy, ‘Sell the People Other People Copy.” 


THE 


NEW YORKER 


25 WEST 43rd STREET 


SELLS THE PEOPLE OTHER PEOPLE COPY 


BENNETT 


period of last year. In July this 
year, 1,436 were sold, compared 
with 1,150 July, 1935. Chevrolet, 
Fords and Plymouths lead, in the 
order named. 

The outlook for the fall is re- 
garded as excellent. Just now 
business is slowing up a bit, as 
it always does this month. Utah’s 
agricultural crops, livestock, 
manufacturing, mining: these four 
essential industries are in better 
shape than last year. The tourist 
business, a very important rev- 
enue producer, is the best in the 
history of the state. 

Arch Browning, Arch Browning, 
Inc., Buick dealers, said new car 
sales have been 100 per cent bet- 
ter than a year ago, but are slow- 
ing up a bit now. Stocks of used 
cars on hand were a little heavier 
than of late, but better grades of 
used machines were in demand. 
New car stocks on hand were 
about normal. Collections were 
good and repossessions very few. 
Browning described the outlook 
for fall as “Great!” 

A. L. Chytrus of the A. E. Motor 
Co., Oldsmobile dealers said they 
had about 95 used cars on hand, 
more than a year ago, but be- 
cause of their new car stocks 
being down to only 10 (due to 
cleaning up in preparation for 
new models), and for this reason 
they expect to draw heavily on 
the used machine stocks. “High 
priced used cars,” he said, “are 
selling well; especially compara- 
tively late models in good shape.” 
Collections were described as 
“Very good” and repossessions as 
“Very few.” The outlook for the 
fall was regarded as “Very sat- 
isfactory.” 

The Jackson Motor Co., Pack- 
ard dealer, reports its business 
as “Fine.” Used car stocks were 
“Just about normal’; collections 
good. Jackson said he regarded 
the outlook for fall as “Good.” 


Willys Promise 
Steady Output 


(Continued from Page 1) 


commitments for nearly 50,000 
cars. 

The investment bankers, many 
of whom are participating in the 
underwriting of stock of the new 
company and seemed especially 
impressed by the compactness of 
the manufacturing facilities. 


Many of the bankers remained 
in Toledo following the confer- 
ence to attend the city-wide civic 
testimonial dinner sponsored by 
the Toledo Chamber of Commerce, 
honoring Mr. Wilson and his 
associates in reorganization of 
Willys-Overland. The dinner was 
attended by nearly 1,000 industrial 
and business leaders of Toledo 
representing more than 100 To- 
ledo industries. 


The reorganization, approved by 
Judge George P. Hahn of the 
United States District Court here 
on Aug. 28, was brought about 
through the efforts of Empire Se- 
curities, Inc., headed by Ward M. 
Canaday, president of the United 
States Advertising Corp., who was 
chosen as chairman of the board 
of directors of the new company. 
Empire Securities was formed on 
Aug. 15, 1935 to buy up bonds and 
creditor claims. Through purchase 
of 70 per cent of the bonds and 
97 per cent of the general unse- 
cured claims, Empire Securities - 
was able to effect reorganization 
of the company. 
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WHERE do 


originate ? 


Once upon a time prospects 
were almost exclusively limited 
to the so-called “‘carriage trade’’. 
But price reductions, time pay- 
ments and an improved Amer- 
ican standard of living have 
leveled the former barriers of 
high income and social status. 

Even the past several years 
have not dulled the universal 
ambition to own a new Car. 

Today no dealer knows who 
will be his next customer. It 
may be the banker or his butch- 
er, the lady of fashion or her 
laundress. 

The only real bar to new car 
sales is the distance between 
dealer and consumer. The spe- 
cialty has assumed the qualities 
of acommodity. New car selling 
has become primarily retailing. 

Retail selling requires local- 
ized advertising—sales promo- 
tion in the locality of prospect 
and dealer. And that means 
newspaper advertising—the 
mainstay of retailers. 

Localized advertising can be 
bought at low cost in the Chi- 
cago Tribune. The rate per line 
per hundred thousand circula- 


tion is one of the lowest in the 
publishing business. 

As Chicago's first newspaper, 
the Chicago Tribune has been 
the key influence in new car 
sales since the infancy of the 
automotive industry. It gives 
more coverage of today’s pros- 
pects—mass and class—than 
any other medium. 

- The Chicago Tribune not only 

reaches the cream of the market 
but the entire market. It sells 
more merchandise for retailers 
than any other Chicago news- 
paper. It starts the buying ac- 
tion that brings customers into 
the open and keeps retailers in 
business. 

To get maximum effect out of 
your advertising, concentrate it 
in the communities in which 
your dealers operate. Put it in 
the medium that all their pros- 
pects read. In Chicago, you can 
get greatest return at lowest 
cost by advertising in the 
Chicago Tribune. 


Chicago Tribune 


THE WORLD'S GREATEST NEWSPAPER 





Sparks 


Chris 
B 
. Sinsabaugh 


(Continued from Page 1) 


pointed out to them what a great 
future Overland had if the com- 
pany could survive the panic. 
His enthusiasm won the battle 
but the creditors were cynical— 
what could Willys use for money? 
Whereupon, John N. uncovered 
his ace in the hole, none other 
than Edmund D. Campbell, wealthy 
banker and lumberman from 
Williamsport, Pa., a little better 
than a stone’s throw from Elmira, 
who knew John and his mer- 
chandising abilities. 
* * * 


EDMUND CAMPBELL it was 
who endorsed $300,000 worth of 
notes to satisfy the creditors, 
making it possible for Overland 
to continue, and he leit his son, 
Henry, to look after his interests 
in the rejuvenation operations. 


And from then on to 1917 or ’18) 
| cars, too.” 


Henry was big in the automobile 
industry. And Willys and Henry 
put their heads together. They 
not only had Overland, but also 
the Marion and American, both 
Indianapolis - made. John was 
shooting at something big. He 
wanted to form the American 
Automobile Sales Co., to market 
Overland, Marion and American. 
Something like Durant’s General 
Motors idea, Mebbe John thought 
of this combination idea before 
Durant, but I couldn’t swear 
to it. 


* * * 


HOWEVER, this latter plan did 
not go through. Marion and 
American were left standing on 
their own feet and Willys and 
Campbell concentrated on de- 
veloping Overland. Then John 
personally bought the magnificent 
Pope-Toledo plant in Toledo, fol- 
lowing which he transferred the 
property to the Willys-Overland 
company, which moved its lares 
and penates to Toledo. At this 
time Willys and Campbell parted 
company, the latter making a 
new connection in Indianapolis, 
with the result that another new 


automobile manufacturing com- | 
But | 


pany came into the picture. 
Overland still lives, a sturdy 





pioneer which is staging a sensa- 
tional comeback. 


At that time Harry C. Stutz 
was chief engineer of the Marion 
and naturally came into contact 
with Campbell. So the _ two 
hooked up into a company making 
axles, with Apperson and Mc- 
Farlan among the customers. It 
was an axle of considerable merit 
and one day Stutz says to Camp- 
bell, “Let’s build a car and put 
it into the Indianapolis race just 
to prove how good our axle is.” 
And so the car was built inside 
two weeks before the big event 
in 1911. It finished tenth, a re- 
markable performance for a new 
car that hadn’t even had the bugs 
taken out. As they advertised 
after the performance, “The Car 
That Made Good in a Day.” 


* * * 


AND STUTZ SAYS, “Let’s build 
So Campbell put up 
$20,000, Stutz $5,000 and a few 
dealers chipped in $10,000. Fifty 
thousand dollars more in notes 
were contributed and the Ideal 
Motor Car Co. came into being. 
At the end of the first year all 
debts had been paid, the company 





HERE’S HOW IN NEW YORK: Motorists in New York state 
must equip their cars with suitable reflectors by Oct, 1 and must be 


careful not to install same more 


than 42 inches from the ground. 


J. E. Eshbaugh, reflector engineer of AC Spark Plug division of Gen- 
eral Motors sends this picture showing that the best place to put 
the reflector is on top of the license plate. 


had $50,000 in cash, besides inven- |. 


tory and equipment. Then it be- 
came the Stutz Motor Car Co., 
destined to occupy a high notch 
in the automobile industry. In a 
racing way it swept the boards in 
practically every one of the 
classics. It was the sensation of 
the industry. 

Which attracted the attention 
of Allen Ryan, son of Thomas 
Fortune Ryan, multi-millionaire, 
who bought a half interest in the 
Stutz company for $1,250,000 in 
cash. Followed soon after the 
sensational Wall Street episode 
when Ryan tried to corner the 
market on Stutz and the price of 
shares jumped from $30 to $600. 
Lack of space stops me telling 
more about this stock battle. 

a * od 

SUFFICE IT TO SAY, that 
while the ticker battle was wag- 
ing Stutz and Campbell withdrew 
from the Stutz company and 
started to build the H.CS. car, 





Do YOU hecow 


Count 20 points each for the correct answers 
to the following questions. Can you score 80? 
Don't look now, but the answers are on page 28. 


1. 
Indianapolis 
Daytona Beach 


The first official automobile race was held in: 


Chicago 
Churchill Downs 


Which of these men is the founder of the 


Democratic Party: 


Felix Frankfurter 
Alexander Hamilton 


Thomas Jefferson 
Henry Cabot Lodge 


Why are inside and outside of Bundy Tubing 
free from scale and oxides? 


When you mention the “Devil's Hole” you 


mean: 


A Detroit night club 
The last act in‘Faust” 


14th hole at St. Andrews 
A spot in the Atlantic 


When an Englishman speaks of “paternoster- 


ing,” he is talking about: 


Raising a family 
Fishing 


Praying 
Horse racing 


ae PT OTM ToL eee 


BUNDY TUBING 


BUNDY TUBING CO 


DETROIT 


Harry being barred from using 
his own name just as was R. E. 
Olds when he left Oldsmobile to 
make a car which he named Reo. 
I regret to say that H.C.S. was 
not long-lived. 

After the war and the Wall 
Street episode the Stutz company 
also found the going tough. For 
a time it looked as if it would 
regain its former eminence. 
Charles M. Schwab became inter- 
ested. He put in considerable of 
what makes the wheels go around 
without avail and was chairman 
of the board. The company still is 
in existence. It does not make 
passenger cars any more, its ac- 
tivities being confined to the 
manufacture of package delivery 
cars. 

Henry Campbell, after the 
H.C.S. debacle, dropped out of the 
automobile picture, going into oil 
and it was not until his death 
that this commentator heard of 
him again. But he did his part 
at the crucial moment and cer- 
tainly has earned a place in our 
Hall of Fame. 

*” ae * 

“HOW DO YOU happen to know | 
so much about all this, so many 
inside facts?” I asked Ricker. 

“Well, you see Mrs. Ricker and 
Mrs, Henry Campbell were sis-| 
ters,” he replied. | 

* * 





1” 


FROM ALL THIS the reader 
probably will appreciate the) 
prominent position Indianapolis 
occupied in the industry a quarter | 
of a century ago, but perhaps not 
many today realize that at one 
time there trembled in the bal-| 
ance the question which city | 
should be the motor capital —| 
Indianapolis, Detroit or Cleve-| 
land. It was Hobson’s choice) 
along about 1910. The Hoosiers | 
seemingly led then for this honor, | 
the home of such makers as| 
National, Marmon, Premier, Cole, | 
Overland, American, Pathfinder, | 
Henderson, Empire, Stutz, H.C.S., 
Waverley Electric and others— | 
all strong concerns. | 

Time has wiped their footsteps | 
out of the sands. None is left as| 
a going concern with possibly | 
Stutz as the exception, although | 
that no longer is a passenger car. 
So far as this end of the business | 
is concerned, Indianapolis is a| 
ghost city, just memories of 
former greatness. 

of * * | 

CLEVELAND was in the run- | 
ning, too, at this time. Geogra-| 
phically it seemed to have the| 
edge on its competition. In that 
city there were White, originally 
a steam passenger car; Peerless, 
Royal Tourist, Chandler and 
Cleveland, Jordan and _ others. 
Now the survivor is White, mak- 
ing trucks and buses. 

ag ® co 

IT IS SAID that the late Henry 

M. Leland coming to Detroit first 


as manufacturer of parts and 
later as maker of Cadillac was 
largely responsible for Detroit 
eventually becoming the motor 
capital. Coupled in the running 
with Oldsmobile and later with 
Ford, Detroit became so attrac- 
tive as a manufacturing center 
that others followed—Hupmobile, 
Hudson, Abbott-Detroit, Buick, 
Reo—I just can’t remember the 
names of all the makes of cars 
that claimed this section of 
Michigan as their homes, but 
their names were legion and their 
numbers enough to swing the bal- 
ance of power in favor of De- 
troit. 


J.B. Renshaw is Named 


By Alma Trailer Firm 
ALMA, Mich.—The appointment 
of J. B. Renshaw as Director of 
Sales for the Alma Trailer Co., 
has been announced by William 


| H. Redman, president. 


Among Renshaw’s past associa- 
tions have been seven years with 
the Packard Motor Car Co., and 
five years as assistant to A. R. 
Erskine, president of the Stude- 
baker Corp, He was also associ- 
ated with the late Glenn H. Cur- 
tiss, the aviator. 


DON’T TRAIL ON 


A Double Shift 
Seen by Spring 
At Studebaker 


SOUTH BEND.—A prediction 
that the factory would be run- 
ning a double shift by spring, 
1937, was made at a meeting 
Wednesday night by executives 
and department heads of the 
Studebaker Corp. President Paul 
G. Hoffman, in making the state- 
ment, added: “We can revive our 
old slogan about a ‘Studebaker 
year’ because 1937 is going to be 
just that.” 

The South Bend factory now is 
turning out 400 cars a day and by 
the end of September will be pro- 
ducing 480 cars daily, George D. 
Keller, sales generalissimo, as- 
serted. 

He showed how the market for 
Studebaker cars is growing by 
relating that there now are 2,081 
passenger car dealers and 851 
truck dealers selling Studebakers 
in the United States, a gain of 
618 dealers since Jan. 1, 1936. He 
predicted the company will add 
1,000 more dealers by a year from 
now. 

D. R. Osborne, sales training 
director, reported findings of a 
recent trip through the middle 
west and stated that Studebaker 
distributors are enthusiastic about 
the new 1937 models. 

John P. Roche, president of 
Roche, Williams & Cunnyngham, 
advertising agency, described in 
detail what he termed “the most 
extensive and most expensive ad- 
vertising campaign Studebaker 
ever launched. Magazine, radio, 
newspaper and billboard adver- 
tising all are to be used, he an- 
nounced, 

Starting Monday, the Stude- 
baker Champions hour will be 
resumed on 40 radio stations con- 
nected with the NBC network. 
These will be supplemented by 
25 independent stations. Adver- 
tising also will be carried in 1,300 
leading newspapers, all dailies, 
and in the outdoor field through- 
out the United States. 

Cc. S. Fletcher, sales promotion 
manager, outlined efforts to ob- 
tain Studebaker dealers in more 
than 1,000 cities which have no 
distributor at present. He also 
told of the “Veteran Owners’ 
League’—an honor group to be 
composed of persons who have 
owned Studebakers 10 years or 
| more. 


TRAILER PROFITS 


gon’ 


New CO.LT. Floor 
Plan Financing 


There’s money in the trailer business with the 
Covered Wagon franchise—hundreds of dealers 
have proved that—and every week you delay get- 
ting into it, you are losing just that much more 


EXTRA PROFTT. 


It’s a year-round business—rapid turn-over—no 
trade-in—and no increase in your present over- 


head, 


It’s a rich source of extra profit for your 


salesmen and FOR YOU. 

Covered Wagon—the pioneer and the leader— 
offers you the safest, surest, and most profitable 
franchise in the industry. Wire or write today 


before someone else 
TO IT! 


in your town BEATS YOU 


COVERED WAGON COMPANY 


443 Cass Avenue 


Mt. Clemens, Mich. 


Suburb of Detroit 
Travel by Covered Wagon .., AND SAVE! 
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Lots of people have prejudices about cars—it’s the clutch or the 
carburetor; the brakes or the body. And it’s one tough job for 


your advertising, or your salesmen, to break down this kind of 
resistance. 


But a third party—a newspaper, for example, can lay the cards 


on the table—can do a “mental overhaul” job on its readers and 
remove old prejudices. 


The American has done this. It has used its editorial columns as 
a “proving ground” for your car as well as for the Famous 8. 
The Chicago American “test stories” provide real lubrication for 
your sales messages. If you want to reach Chicago’s most 
“sellable’” audience—you must use the Chicago American. 


CHICAGO AMERICAN 


-+-a good newspaper 


National Representatives: Hearst International Advertising Service. Rodney E. Boone, General Manager 





Cash Sales 


No Big 


Price Slashes Seen 


As Merchants Clear Floors 


SEATTLE.—The long trader is 
making his appearance early this 
fall and he’s apt to be disappoint- 
ed. That seems to be the general 
opinion of dealers, for the market 
is cleaning up nicely, on the 
whole, so that no big price slashes 
in the way of cash off or big al- 
lowance on a used car, seem in 
sight. 

“About 70 per cent of our new 


car sales are on a cash basis,” | 


declared Allen Brown, assistant 
sales manager of Davies & Kurz, 
Inc., Chevrolet dealer. “This is 
ahead of the 1929 record, when 
the average cash sales was about 
60 per cent and reflects the trend 
of the times.” 

This firm will be all cleaned up 
on new cars before the 1937 mod- 
els get here. 


good. Used car stocks are low. 
Prices have been holding up. And 


best of all, the late fall and com- | 
ing year outlook are rosy indeed. | 

New car sales have naturally | 
slowed up some with approach of | 
the new models, according to Sam | 


Stearns of Sam Stearns, Inc., Hud- 
son-Terraplane dealer. Used car 
stocks for this firm are very low. 


due to short time the dealership | 
in business and good | 


has been 
sales, especially during July. 


Ford came back strong at the| 
finish of last month and took the | 


lead in King County. Leaders at 


the finish: Ford, 357; Chevrolet, | 
105; | 


346; Plymouth, 221; Dodge, 
Terraplane, 77; Oldsmobile, 72; De 
Soto, 58; Pontiac, 58; Buick, 55, 


and Packard, 48, being the August | 


leaders in this county. 

The first three days of Septem- 
ber showed a lively market and 
Chevrolet jumped out 
with 51, Ford and Plymouth fol- 


lowing with 24 each, Dodge show- | 


ing 11 and Pontiac 10 at the start. 

Rumblings of labor troubles as 
labor unions are striving to ex- 
tend their scope of activities, 
with the usual 


ment, and a strike now in effect 
at one of the principal automotive 
jobbing establishments in the city, 
are being heard. 


SAE Plans Study 
To Standardize 
Trailer Hitches 


NEW YORK.— The Society of 
Automotive Engineers plans ap- 
pointment of a committee to set 
up a suitable standard for the 
couplings by which the trailer is 
attached to the automobile. 

Trailers are likely to be drawn 
by any make of car and the time 
has arrived, engineers say, when 
a standard coupling design will 


permit interchangeability of the 


Business, reported | 


Brown, has been exceptionally | 
| gain of 31,471,554 gallons over) 


those for the same period last 


in front | 


waterfront nego-| 
tiations being a disturbing ele-| 





© 


bring real economic benefits. 


| practically every part of an auto- 
mobile or truck—is estimated to 
have saved car owners more than 
a billion dollars in the last 25 


|for the aircraft industry in re- 


in the fast-growing tourist trailer 
|field is in line with its practice 
of keeping SAE standardization 
activities abreast of new needs. 


N. Y. Fuel Sales Show 


Marked Gain Over 1935 
ALBANY, N. Y.—Sales of motor 
fuel in New York state during 
the first half of 1936 showed a 





year, Mark Graves, Commissioner 
of Taxation and Finance, an- 
nounced this week. 

In a report submitted to Com- 
missioner Graves by Deputy Com- 
| missioner Maurice A. Stephenson, 
director of the Motor Fuel Tax 
Bureau, it was disclosed that the 
total quantity consumed, which 
included tax-exempt sales, was 
| 755,111,377 gallons as compared 
with 723,639,823 gallons last year. 
The net quantity taxable was 
705,520,088 gallons as compared 
with 682,417,521 for the first six 
months of 1935. 

Sales during June also increased 
sharply. The total quantity con- 
sumed in the State in this year 
was 151,682,834 gallons as com- 
pared with 143,399,033 gallons last 
year. 


Diamond T Motor Car Co. 


Signs Up 85 New Dealers 
| CHICAGO.—During July and 
| August the Diamond T Motor Car 
|Co. granted franchises to 85 new 
| dealers, reports C. A. Tilt, presi- 
dent. 

Tilt attributes the new outlets 
jto the acceptance of Diamond 
|'T Model 80, the company’s 
|new three-quarter ton light de- 
|livery truck. Although Model 
|80 was introduced only a short 
|time ago the Diamond T Chicago 
|factory has been swamped with 
|orders and is increasing the pro- 
| duction schedule each week in an 
|effort to keep pace with the de- 
mand for the new truck, he said. 


'Jadson Sinton Products 


Names W. E. Mellroy 
BELL, Calif.—The Jadson Motor 
Products Co. has appointed W. E. 
McIlroy as sales manager. 
Pending establishment of per- 
manent headquarters, MclIlroy 
will remain at the present New 
York City office, from which 
point he has directed sales 
throughout the Atlantic states for 
the past two years. 


trailer from car to car might} 


Interchangeability resulting from | 
SAE standards—which now cover | 


years, it is said. The society has | 
done much standardization work | 


cent years and current activity | 
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Reach 70% Declares Seattle Dealer 


A MODERN, ATTRACTIVE AND CONVENIENT parts and accessory department was recently 
opened by the Smith Motor Sales Co., Chevrolet dealer, in San Antonio, Tex. The department was moved 
to a store space in the front of the building facing the street, and with entrance from the street as well 
as through iron grilled doors off the sales floor. Convenience is one of the chief features of the modern- 
ized department, which has enjoyed a marked improvement in accessory sales since the display tables 


were placed to the 
the street. Roy Smit 


Antonio, while V. W. Barnes is parts and accessory manager. 


In This 


Corner 


(Continued from Page 6) 


have rear-view mirrors outside 
that give a view of oncoming traf- 
fie. Last year Goodwin amplified 
the law by insisting that any car 
with worn down tires should not 
be passed. 

In the early years, in many 
cases, the inspection was more 
superficial than careful. Owners 
could get their approval tags 
easily. That has been remedied 
now. Garages must make out 
slips and return duplicate copies 
to the registry giving details of 
the inspection on each car. Reg- 
istry inspectors investigating ac- 
cidents make a check-up of cars 
that were involved. If they find 
faulty brakes or some other unit 
not working properly, indicating 
improper inspection, the garage 
owner loses his right to do the 
work. 

Garage men are requested to 
notify the registrar of any mo- 
torist who seeks a sticker with- 
out an inspection. That owner 
soon gets a request from Goodwin 
to come in to tell why he tried to 
get by without a check-up. 

Every car that has been in- 
spected is given a small tag to 
paste on the inside of the wind- 
shield. At a stated time Registrar 
Goodwin announces that his in- 
spectors are going out to make 
a round-up. They stop cars with- 





out tags and subject the machines 
to tests. If equipment is faulty 
the driver’s license is suspended 
and he may lose his registration 
plates. Usually he is ordered to 
go at once to a station for a 
check-up, then return to the reg- 
istry within two or three days 
to prove that his car is all right. 

The period for making a check- 
up is one month—April and Sep- 
tember. At the end of that time 
Registrar Goodwin requests all 
police departments in Massachu- 
setts to stop cars without ap- 
proval tags, and either summon 
the drivers to court where they 
usually are fined, unless they 
prove that they have been out of 
the state or have some other good 
excuse. This law is universally 
observed now because Registrar 
Goodwin has used “the big stick” 
on those who try to get by with- 
out inspections, and political pull 
or friendship is never considered. 

Delaware also has a very rigid 
inspection law with a lot of teeth 
in it. In New Hampshire the 
state police have authority to stop 
any vehicle for a check-up. If 
the officers consider it a menace, 
it is at once ordered off the high- 
ways. Some other states now 
have followed Massachusetts. The 
Automobile Manufacturers’ Assn. 
is solidly behind the plan for in- 


Proved by Millions, Over Millions of Miles 


BORG & BECK 
CLUTCHES 





front where they could be easily seen by visitors to the department as well as from 
h is president of Smith Motor Sales Co., the oldest Chevrolet dealership in San 


spections.—Jim Sullivan, automo- 
bile editor Boston Globe, Boston, 
Mass. 


Safety Tests 

Here are some interesting fig- 
ures which were obtained by our 
Chicago office from the Chicago 
Traffic Engineer who has charge 
of the automobile inspection now 
going on in Chicago. 

Rejection Reasons 

Reason 
Unequal brakes 
Headlight (out of alignment) 31.8 
One headlight ‘ 
Headlight beam too high.... 
Wheel alignment 
Hand brake 
Foot brake 
Parking lights 
Tail lights 
Headlights too dim 
Headlight beam too low 
Lack of clear vision 
Windshield wiper 
License plates 
Muffler 
Rear view mirror : 
Horn 6 

Note that brakes under thre 
classifications give a total of 50.2 
per cent and lights (head and 
tail) under seven items have a 
total of 87 per cent. It shows how 
much emphasis is put on safe 
brakes and lights in these “Safety 
Lane” tests for all the rest of the 
items only include 15.4 per cent 
of the causes. 

What a wonderful story this 
would make if you knew what 
making cars SAFER meant to 
SERVICH STATION operators in 
added work. The volume of busi- 
ness must be tremendous.—Ches- 
ter S. Ricker, McCann-Erickson, 
Inc., Detroit. 


Pet. 


Ralph Fisher Appointed 


Sales Head by Eaton 


DETROIT. — Ralph Fisher, 
formerly of the Houdaille-Her- 
shey Corp., has been appointed 
sales manager of the stamping 
(Eaton Detroit Metal Co.) and 
bumper division of Eaton Manu- 
facturing Co., Detroit. 

The Eaton Manufacturing Co. 
has stamping plants located at 
Cleveland and Massillon, O., and 
a bumper plant at Jackson, Mich. 
Fisher has had wide experience 
in the automobile accessory field 
and will have complete charge of 
the sales of both of these units 
of the Eaton Manufacturing Co. 
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()) () ) OA. CUT CU GWIMCTS NOW 


... AND MORE ARE PLANNING TO BUY 


Hlere are some interesting facts about 
this ripeand profitable automotive market: 


A PROVED MARKET FOR 


FAMILY CARS 


72.8% of our 853,000 subscribers own pas- 
senger automobiles. Many others have gone 
on record as intending to buy. 


Add these facts: 85.5% of our subscribers 
are married, 74.5% of these families have 
children (compare with 60% U. S. marital 
status and 61.2% U.S. families having chil- 


dren—U. S. Census 1930). 


Together, these figures reveal an outstanding market for new and 
replacement buying of family cars. 


And remember, 542,508 wives, mothers, sisters and daughters not 
only see but read The American Legion Monthly — and receive 
your family-car advertising message through its pages. Feminine 
readership is triply stimulated: (1) by the 
presence of the magazine regularly in the 
home, (2) by membership in The American 
Legion Auxiliary and consequent interest 
in Legion news and activities, (3) by the 
live, top-quality fiction and articles in the 
magazine itself. 
THEY HAVE THE MONEY 
TO BUY 
92.9% of our 853,000 subscribers are actively 
earning, and the remaining 7.1% includes all who are retired and 
living on income. 
52.2% own their own homes. 33.5% own their own business. 


41.5% own automatic refrigerators. 86% own radios. 


The ¢ 


merican 


They are spending $64,929,700 on clothing. 87.2% have bought 
life insurance. And they are buying quantities of tobacco products, 
house furnishings, and countless other items of both luxury and 
necessity. They can and do buy. 


A BIG DEALER MARKET, 
TOO! 


5,965 of our subscribers are dealers in 


auto sales and service. 
17,089 own public garages. 


16,605 own and operate filling stations. 


Cover This Live Automotive Market At These 
Remarkably Reasonable Rates 

1 Page Black and White $1600 
1 Page 4 Colors (4th Cover) . . 2. . «. . « « «© © = 3300 


L Pees ples ieddedcaler. «6 8 ttt tl 1900 


FACTS TO REMEMBER 
853,000 subscribers 


92.9% are actively 
earning 


52.2% own their own 
homes 

41.5% own automatic 
refrigerators 

86.0% own radios 

72.8% own passenger 
automobiles 

87.2% carry life insurance 


85.5% are married 
74.5% have children 


33.5% own their own 
business 


NOTE: Figures are based on two surveys by Dr. Daniel Starch, famous 
independent research expert, except life insurance and clothing figures, which 
are based on recent nation-wide surveys by The American Legion Monthly. 


HGION 


NEW YORK 
521 FIFTH AVE. 


DETROIT 
7310 WOODWARD AVE. 


CHICAGO 
307 N. MICHIGAN AVE. 


MONTHLY 
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th Dimension 


The News of Automotive Advertising 


By 


Radio’s Slice 


GERRY SCHURMAN 


The radio chains will this year get a good slice of 
automotive advertising appropriations as new programs 
planned for fall inauguration will be more pretentious 
than ever, with a widely diversified array of top-ranking 
talent signed up for the new season. 


Waiting for us when we 


get back from vacation was 


a letter from NBC pointing out that we’d got our initials 
mixed and credited CBS with NBC’s clients. So by way 


of correction and to present as©— 


complete a picture as we have of 
network automotive advertising, 
here is a list of the programs as 
supplied by the networks. 


From NBC, Packard has already 
started with its Fred Astaire 
show. Red Grange will have a 
series of football programs for 
Sinclair Refining in addition to 
the regular Minstrel Show. Gen- 
eral Motors this Sunday begins 
its new series of Concerts which 
twice have been voted the “best 
sponsored musical program” by 
the Women’s National Radio Com- 
mittee. Firestone will feature 
Richard Crooks and Margaret 
Speaks beginning in November. 
Ford will have Fred Waring. 
Goodyear is presenting the Liter- 
ary Digest presidential poll three 
times a week and Sun Oil is con- 
tinuing its Lowell Thomas news- 
casts. Studebaker carries over 
with Richard Himber. 


On the CBS books, top ranking | 
probably goes to Major Bowes’ 
Amateur Hour booked by 
Chrysler. Chevrolet is continuing 
with Rubinoff beginning in Octo- 
ber. Ford has scheduled both the 
Sunday Evening Hour and Fred 
Waring. Nash starts in October 
with Floyd Gibbons and Vincent 
Lopez. Atlantic Refining will use 
Sportscasts by Ted Husing. Du 
Pont institutional has Cavalcade 
of America. Gulf Refining’s fun- 
nyman Phil Baker becomes a 
newspaper editor late this month 
and will have with him his two| 
stooger Beetle and Bottle, and Hal | 
Kemp. Pittsburgh Plate Glass 
again will sponsor the Pittsburgh | 
Symphony Orchestra. Horace | 
Heidt’s Brigadiers are continuing | 
for Alemite. Texaco will place | 





Eddie Cantor under the Fire| 





Chief’s hat for a Sunday evening 
broadcast. 


Spectacle 

A quarter of a million passers- 
by daily see the new spectacular 
neon display just erected by the 
Glidden Co. On this page is a 
night view of the sign, which is 
64 feet high. With the founda- 
tion it reaches 108 feet. The let- 
ters in Glidden are four feet high 
and those in Paints, three feet. 
If you like statistics, here are a 
few, all worked out by the Cen- 
tral Outdoor Advertising Co.: 
158,119 Ibs. of steel; 1,008,437 Ibs. 
concrete; 25,061 BM _ lumber; 
11,100 bolts; 727 feet neon tubing; 
520 electrical lamps; 9,530 feet 
electric wiring, and 89 gallons of 
Glidden paint. 


Reply 
To create national public recog- 
nition of the American Industrial 


| system, the National Assn. of 


Manufacturers has prepared a 
series of five full-page newspaper 
advertisements. Non-partisan and 
simply told, they are a reply to 
continued criticism of industry. 
It will be paid-for advertising and 
is to run over a signature of 
either an individual sponsor, the 
National Assn. of Manufacturers 
or the National Industrial Council. 


Carson With Denham 
Publicity for Graham-Paige is 


now being handled by Dudley M. | 
| Carson, formerly in charge of pub- 


licity for Cadillac-LaSalle, Dow 
Chemical and Champion Spark 
Plug. Carson recently resigned 
from MacManus, John & Adams, 
Inc., to become vice-president of 
Denham & Co., which has been 
retained by the Detroit office of 
the United States Advertising 





“CAB 
FORWARD” 
DESIGN 


HAS TAKEN THE 


STUDEBAKER TRUCK 
FRANCHISE 


OUT OF THE COMPETITIVE 
CLASS 


Write for facts and details of the 


Studebaker Special 


J 


truck franchise 


STUDEBAKER 


TRUCKS AND BUSES 


STUDEBAKER CORP 


TRUCK DIVISION, 


SOUTH BEND, IND 








NIGHT VIEW of the 108-foot high Glidden spectacular just 
erected in Cleveland by Central Outdoor Advertising. 


Corp., advertising counsel for 


Graham-Paige. 


Tucker With Time 


Edward Tucker has been named 
Detroit manager of TIME’S new 
picture magazine, effective Oct. 1. 
Tucker comes to the magazine 
advertising field with a _ back- 
ground of 18 years’ automotive 
and national advertising ex- 
perience. Following the _ war, 
Tucker spent several years with 
General Motors and other pas- 
senger car manufacturers in sales, 
merchandising and advertising 
work. In 1930 he joined Scripps- 
Howard newspapers and contin- 
ued there as national advertising 
contact man in the Detroit terri- 
tory until joining TIME, Inc. 


Notes 

The Chicago office of Fleet 
Owner, under Irving E. Hand, 
has moved to 224 S. Michigan 
Ave. ... A new Pontiac will go 
to a Major league ball player se- 
lected by an audience vote as the 
best player, in a contest opened 
in the Chicago area by Kellogg’s 
Corn Flakes. ... Trade News- 
papers Corp., New York, is pub- 
lishing Trailer Age, 
devoted to trailer life and the 
industry. A. Weisinger is editor 
and publisher and Mack Williams 
news editor. ... V. S. Vorn has 


been named advertising manager | 


of General Motors Truck Corp. 
He was formerly editor of the 
Studebaker Wheel. ... Roy B. 


Blanchard, for 16 years a member | 


of the Buick Motor Co. advertis- 
ing department, has joined the 
Detroit office of the United States 
Advertising Corp., to serve as 
sales promotion director on the 
Graham-Paige account... . Francis 
M. Higgins has been named ad- 
vertising manager of the Four 
Wheel Drive Auto Co. Higgins 
who succeeds W. M. Hanson, re- 
signed, has been with the firm 
since 1926. 


AS OTHERS 
SEE IT 


(Continued from Page 6) 
mon explanation that “people 
were outdriving their headlights; 
they couldn’t stop within range of 
their vision.” 

This is an excellent point to em- 
phasize. To drive fast on a broad, 
open road when light is good, is 
one thing; to drive fast through 
narrow city streets where there 
are lines of parked cars and 
where children may be playing, is 
quite a different thing. 

The Automobile Manufacturers’ 
Assn. has decided against adver- 
tising the top speed of cars. That 
will have a good influence. The 
new cars have a safety element 
in their capacity for speed: It 
furnishes them reserve energy for 
emergencies. 

But when one is asked how fast 


his car will go, one’s best answer 
is, “I don’t know. It will go a lot 
faster than I shall ever drive it.” 
—Detroit News. 


Speeding Note 

The Automobile Manufacturers’ 
Assn, has adopted a resolution 
recommending to its member 
companies that they make no ref- 
erence in advertising to the top 
speeds attainable by their cars. 

This is official recognition that 
reckless speeding on the road is 
an important, although by no 
means only, cause of accidents. 

Car makers have long since 
pointed out that in order to pro- 
duce a powerful and smoothly 
working machine, they have to 
put into it a reserve of power that 
is not intended to be used in or- 
dinary driving. 

And road engineers have also 
pointed out the danger of trying 
to make 70 miles an hour on roads 
that were built for cars traveling 
35 or 40 miles an hour. 

Car owners, finally, are con- 
stantly being reminded that driv- 
ing at excessive speed burns up 
more gasoline to the mile. 

After all these warnings, any- 





a monthly | 


one who goes into the ditch or 
|winds himself around a tree, at 
| 60 to 70 miles an hour, can blame 
j}no one for his mishap but him- 


self.—Detroit Free Press. 


Aleohol Fuel 


Losing Favor 
In Germany 


WASHINGTON.—Use of alco- 
hol as motor fuel is rapidly losing 
favor in Germany due, it is said 
locally, to its high cost, reported 
inefficiency, and to the fact that 
other domestic sources are now 
yielding large quantities of syn- 
thetic motor fuels, according to 
consular reports made public this 
week by the U. S. Department of 
Commerce. 

The increasing and compulsory 
use of methanol, coupled with the 
heavier output of synthetic gaso- 
line, the growing shortage of ani- 
mal foodstuffs and other factors 
indicate a steady decline in the 
importance of ethyl alcohol as a 
motor fuel constituent with the 
prospects that its compulsory use 
may be abandoned altogether at 
some time in the future, it is re- 
ported. 

Prior to Jan. 1 of this year all 
light motor fuels consumed in 
Germany were required to con- 
tain 10 per cent ethyl alcohol. On 
that date an official decree de- 
creased the required ratio to 9 
per cent and on June 1 it was re- 
duced further to 8 per cent, while 
both measures as well as another 
of Aug. 1 provide for increased 
use of methanol as motor fuel, 
it was stated. 


Truckers Will Report 


On Highway Hazards 


WASHINGTON. —A movement 
to have truck drivers report all 
dangerous road conditions to the 
proper authorities was begun 
here this week by the American 
Trucking Assns. 

The ATA has asked all affiliated 
organizations to request the co- 
operation of member-operators in 
eliminating highway hazards. 


Recommend Impounding 


Drunken Drivers’ Car 


SAN FRANCISCO.—The Cali- 
fornia Safety Council has recom- 
mended that the state enact legis- 
lation making it compulsory to 
impound automobiles owned by 
drivers who are arrested for 
driving while intoxicated. 

The recommendation asks pas- 
sage of a law requiring that auto- 
mobiles driven under these cir- 
cumstances be held for a mini- 
mum of three months for the first 
offense. 





In CLEVELAND it's 


In COLUMBUS it’s 


In AKRON it’s 





Genuinely 
Friendly 


@ THE HOLLENDEN 
@ THE NEIL HOUSE 


@ THE MAYFLOWER 
In TOLEDO it’s 


@ THE NEW SECOR 
In DAYTON it's 


@ THE 


BILT MORE 


In SAVANNAH (Ga.) it’s 
@ THE OGLETHORPE 
In MIAMI BEACH it’s 


THE FLEETWOOD 





SAN ANTONIO, Tex.—New i 
sales for August continued to 
show up well in association with | 
the fine record for sales which 
has reported every month this 
year. Despite unusually hot 
weather and with thousands 
away on vacations, sales of new | 
cars, commercial units and | 
trucks for the month totaled 669) 
units. This figure is slightly un-| 
der that of 1935, but exceeds all 
other August reports for the 
previous five years. Sales, accord- 
ing to makes, were as follows: 

Buicks, 36; Cadillac, 1; Chevro- 
let, 1833 (and 36 commercial units 
and 21 trucks); Cord, 1; DeSoto, 
2; Dodge, 24 (and 1 commercial 
unit and 1 truck); Federal Truck, 
2; Ford, 147 (and 25 commercial 
units and 13 trucks); GMC) 
Truck, 3 commercial units and 1 
truck; Graham, 1; Hudson, 7; 
IHC Truck, 6 commercial units 
and 7 trucks; Lafayette, 3; La- 
Salle, 3; Lincoln, 1; Lincoln- 
Zephyr, 6; Oldsmobile, 32; Pack- 
ard, 20; Pierce Arrow, 13; 
Plymouth, 52 (and 1 commercial 
unit); Pontiac, 24; Studebaker, 6 
(and 1 commercial unit); Terra- 
plane, 24; and Willys, 1. Total 531 
cars, 73 commercial units and 45 
trucks. Out of county dealers 
registered 13 cars, 2 commercial 
units and 5 trucks, for a grand 
total of 669 units. 

August sales in previous years | 
have been as follows: 1931—493; 
1932—253; 1933——-390; 1934—642; | 
and, 1935—694. 5 

Dealers look forward to the 
final third of the year with opti- 
mism, pointing out that general 
business conditions have shown a 
steady improvement during the 
year, that crop money is begin- | 
ning to come in, that cotton | 
money will have an important ef- | 
fect on buying during the next 60/ 
days, and that the marked im- | 
provement in the building trades | 
during the year has had a strong | 
effect on improved business ool, 
ditions. The retail sales have 
shown a steady improvement, ad- | 


Valuable 


I have received a copy of 
the new “Automotive Alma- 
nac” which was the subject 
of previous correspondence. 
In general, I think that the 
ADN has done a very fine 
job on this special issue, 
and is to be congratulated. 
We find these volumes of 
considerable value as refer- 
ence books for statistics on 
registrations, etc. — George 
H. Dimon, The Financial 
World. 


L. D. Schwartz Joins Staff 


Of Graham Distributor 

DETROIT.—L. D. Schwartz has 
joined the executive staff of 
James M. O’Dea, Inc., of this city, 
Graham distributors. Schwartz 
will serve as personal assistant to 
O’Dea in contacting present and 
prospective members of the retail 
dealer group operating under the 
distributorship. 

The new connection is some- 
what in the nature of a home- 
coming. Schwartz some years ago 
was district manager for the 
Paige Detroit Motor Car Co. 
which subsequently evolved into 
the present Graham-Paige Mo- 
tors Corp. Among the activities 
which he promoted at that time 
was the first non-stop transcon- 
tinental automobile run, a feat 
which attracted national atten- 
tion. 

Later he served as wholesale 
manager and as_ organization 
manager, respectively, for two 
leading motor car groups. His 
background also includes actual 
experience as a retail automobile 
dealer. 
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August Car Sales Good, San Antonio Dealers Say 


Hot Weather Fails to Halt 
Buying of Cars and Trucks 


vertising lineage in the local daily | 
newspapers has shown heavy in-| 
creases and car loadings have} 
given indication of increased buy- 
ing. 

Showing of the new Stude- 
bakers for 1937 here this week 
was preceded by a sales confer- 
ence and private showing at the 
Winerich Motor Sales Co. This is 
the first of the 1937 cars to be an- 
nounced, and it is expected that 


| this announcement will have an 


important effect on sales during 
September. It is generally be- 
lieved that sales will show a de- 
cline until new models are an- 
nounced, when there will be a 
sharp upturn in the sales line. 


| the 


(Slleesuiee to Tell 


Of Future Cars) 


| Fiorello H. LaGuardia of New! gealers and 


NEW YORK.—Alvan Macauley, 
Packard president and head of 
Automobile Manufacturers 
Assn., will be among the princi- 
pal speakers at the sixth annual 
Forum on Current Problems of 
the New York Herald Tribune, to 
be held Sept. 22 and 23 at the 
Waldorf-Astoria Hotel in this 
city. 

Macauley will appear at the 
afternoon session of the first-day 
program, speaking under the 
general theme, “The New Way 
of Living.” He will discuss auto- 
mobiles of today and tomorrow, 
and their revolutionary effect on 
habits of living, real estate values, 
and the centralization of industry. 


Among those on the same pro- 
gram with Macauley are Mrs. 
Franklin D. Roosevelt, Mayor 


| York City, Mrs. Ogden Reid of 
the Herald Tribune, Harry F. 
|G tuggenheim, Dr. Edward C. El- 
liott, Dr. Lillian Gilbreath, con- 
sulting engineer, and Dr. Stephen 
Fielding Bayne, associate super- 
intendent in charge of elementary 
schools of New York City. 
According to Mrs. William 
Brown Meloney, chairman of the 
forum and editor of This Week, 
speeches at the first day of the 
forum will give “a mountaintop 
view of the new era of improved 
living, accompanied by spectacu- 
lar advances in science and en- 
gineering, which began about two 
decades ago in America and is 
now approaching its climax.” 


| Bear Saf ety Equipment 


Gets Good Reception 
ROCK ISLAND, IIl. — Eastern 
jobbers of the Bear 
Manufacturing Co., which dedi- 
cated its new safety service equip- 
ment factory last July, are en- 
thusiastic over the _ response 


| which this equipment is receiving 


and are increasing their business 
considerably, Will Dammann, 
president, reports. 

Dammann is in the east on an 
extended trip during which he 
conferred with public officials in 
many of the larger cities where 
the new Bear headlight and 
brake-testing and wheel align- 
ment machines are used in official 
auto testing centers. 

He recently wired the main 
office to speed up production as 
much as possible and to maintain 
it at full capacity for the remain- 
der of the season. 


FOR PROTECTION DURING “SHOCK CONDITIONS” 


VTE CROR ae TM) ollie) ul eR TU ae ere 
products, an added protection is provided for automobile “shock points” 


Colloidal graphite, lubricating while withstanding high temperatures 
and heavy pressures, is ever present during those momentary periods 


when oil film rupture occurs. 


BMT ull Re a eo on a friction parts serves as a perfect 


background for lubrication. 


It is a double safeguard against wear pro- 


Bethea s-1e cents ol sLe caused by sudden ‘shock conditions” 


We will gladly forward a copy of free descriptive folder upon request. 


ACHESON COLLOIDS CORPORATION 


© 1936, a.c.c. 


Ask your oil supplier about his colloidal-graphited brands today 
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By IRA R. ALEXANDER 


DENVER. — Business in the 
Denver area held up well during 
the past few weeks, according to 
local automobile distributors and 
dealers, Dealers at this time are 
conducting a campaign to clean 
up 1936 stocks in order to be 
ready for the 1937 models, which 
will shortly appear on salesroom 
floors. This special effort on the 
part of the dealers at this time is 
bringing results in increased sales 
and the week just passed showed 
a betterment in number of new 
cars disposed of over the same 
week a year ago. 

“We are looking forward to a 
record fall business,” remarked 
O. L Davis jr., general manager 
of the Mountain Motor Co., this 
city, and distributors for the 
Packard line. “I am leaving this 
afternoon for the factory and am 
taking nineteen men with me. We 
will drive back a number of 1937 
models. We have never before 
seen so much interest displayed 
on the part of motorists of com- 
ing new models. This leads us to 
believe that a sales record is to 
be made in our selling area this 
fall.” 

Sales Are Good 

Reports from dealers through- 
out the state are to the effect 
that business conditions are good 
and the outlook for fall car sales 
is extremely promising. Good 
times have returned to the-peach- 
growing areas of the western 
slope of the state. With the high- 
est prices in years, the peach 
crop may surpass the record pro- 
duction of last year. Peaches are 
selling more than 30 per cent 
higher than last year. Thus far, 
1,273 carloads have been shipped 
this year. 

Dan Dunievitz, sales manager 
of Tom Botterill, Inc., Hudson 
and Terraplane distributors, re- 
ports that summer business has 
been ahead of the same season 
last year. “The coming fall months 
with the arrival of 1937 models 
should pep up business for the 
automobile industry,” he said. “We 
are making ready to care for in- 
creased sales basing our predic- 
tion on the fact that there is a 
great deal of interest being shown 
in the new models in this section 
and that business conditions are 
increasing in all lines in Colorado 
increasing the circulation of 
money and making it possible 
for these interested to satisfy 
their desire for new car owner- 
ship.” 


New Peak Reached 


Retail and wholesale buying in 
general reached a new high in 
Denver during the past week. In 
some lines, retail sales were 18 
per cent above the corresponding 
period for 1935. Wholesale trade 
is reported as “very active.” 

Dealers state that demand for 
used cars holds up well and the 
large stocks on hand this spring 
has been cut considerably due to 
summer sales. This puts them 
in a better position to handle 
trade-ins that will come with the 
arrival of 1937 models. 


New Departure Issues 
Bearing Service Manual 
BRISTOL, Conn.—How to judge 

the condition of a ball bearing, 

taken from a car, truck or tractor 

—to tell whether it needs replace- 

ment, is one of the subjects cov- 

ered in the New Departure Bear- 


BUNDY ANSWERS: 
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Denver Dealers Push Sales, Clear Floors for’37 Cars 


Business Holds Up Well 
Rocky Mountain Dealers Say 


ing Service Manual just off the 
press. 

Proper care, removal, cleaning, 
lubrication, installing of ball 
bearings, the adjustment of gears, 
and inter-changeability tables 
complete the contents of this 
book which is available without 
cost by writing to the general of- 
fices of United Motors Service, 
Inc., 3044 West Grand Blvd., De- 
troit, who are the authorized field 
service organization for the mak- 
ers of New Departure Ball Bear- 
ings. 


Accessories Assn. Names 
Officers and Directors 


CHICAGO.—Following are the 
new officers and directors of the 
Automobile Accessories Assn., 
Inc.: Baldwin Sears, Aurora 
Equipment Co., president; Fred 
Tams, Globe Specialty Co., vice 
president; S. M. Dover, Do-Ray 
Lamp Co., treasurer; R. G. Ames, 
executive secretary. Executive 
committee: Baldwin Sears, Fred 
Tams, S. M. Dover. Board of 
directors: Carl Pharis, Pharis 
Tire & Rubber Co.; Harry 
Golden, Magna Products Co.; 
Thomas Walton, Evans-Walton 
Co.; Fred Keuthan, Interstate 
Enamel & Varnish Co; L. E. 
Russell, Peters & Russell, Inc.; 
H. E. Zink, Hodes-Zink Mfg. Co.; 
S. M. Dover, Do-Ray Lamp Co.; 
Fred Tams, Globe Specialty Co.; 





INVESTMENT BANKERS from leading cities joined with nearly 1,000 financial, business and 
industrial leaders of Toledo in a testimonial dinner last week to David R. Wilson, president of Willys- 


Overland Motors, Inc. 
company and were sponsored by 


Clock Co.; M. S. Mittelman, Faith 
Mfg. Co.; M. Portnow, Dura 
Electric Lamp Co.; B. Rosenberg, 
Templar Products Co.; A. Cohen, 
Coliseum Battery & Equipment 
Co.; A. E. Storey, Associated Re- 
fineries, Inc. 

The next show will be held in 
Chicago at the Stevens Hotel Feb. 
18 to 17, 1937. 


Cadillac Gains 
CHICAGO.—As evidence of the 
upward trend in sales of higher 


territory, Victor C. P. Dreiske, gen- 
eral manager of the Chicago Cadillac 
branch, announces a 23.1 per cent 
gain in Cadillac new car registra- 
tions here for the first seven months 
of this year as compared with the 
corresponding period last year. 


Emsco Piston Names 


Tarpley and McIlroy 


BELL, Calif—H. D. Tarpley, 
formerly with Ray Day Pistons 
Inc., Seattle, has been appointed 
sales manager of the western 


R. H. Chirgwin, New Haven| priced automobiles in the Chicago| division of the Emsco Piston Co., 


NEW PASSENGER CAR REGISTRATIONS 


Figures supplied by R. L. Polk & Co. with exception of New Jersey, supplied by New Jersey Motor List Co., and Metropolitan New York area which are compiled by Sherlock & Arnold 


STATES 


"36 
"35 
"36 
os 
36 
"35 
"36 
"35 
"36 
"35 
"36 
"B5 
"36 
"35 
"36 
"35 
"36 | 
35 | 
"36 
"35 


Total, 3 States 
for August 


Arkansas 
Illinois 

Idaho 

Missouri 
Montana 

North Carolina 
Utah 

West Virginia 


Total, 11 States 
for August 


MONTHS 


’36 
"35 
"36 
"35 
36 | 
35] 
’36 | 
35 | 
’36 | 
35 | 
36 | 
35] 


January 
February 
March 


April 





CHRYSLER GROUP 


531 
515 
79 
77 
1664) 
1163 
90 
69 
452 
352 
103} 
93 
243 
181| 
119 
106 
53) 51| 221 
28| 28} 125 
764, 642) 3502 
609| 395! 2681 


109 
62) 
4) 
4) 
295) 
191 
13 
10 
84) 
49| 
22) 
6| 
39) 
30 
25) 


15) 


123} 
96) 
16| 
15) 

330) 

241 
21) 
19) 
80) 
84 
39) 
50} 
79| 
57! 
23) 
19| 


1478 
1385 
404 
367 
1068 
995 
355 
314 
853 | 
627 | 
12016 
10036 





707 
727| 
188 
174 
528 
446 
7108 
6351 





FORD GROUP 


Cadillac 


308) 
112) 
37 
19/ 
893 
359 
27] 
14 
234 
140] 
48 
10) 


2034 
2413 
464 
537 
3909 
4328 
341 
259 
1363 
1736 
383 
442 


2004 
2411 
457| 
537| 
3822 
4320 
337| 
259 
1342 
1733 
366 
442 
1104 
1475 
244| 248 | 
329) | 329] 
575) 580 
4571 458 
10251} 
11963} 


103) 


92 
39 
10 
119 
20 
1820 


776) 





191 
16 








| 15092) 
5| 13501 


The dinner climaxed approval of plans to reorganize the old Willys-Overland 
the Toledo Chamber of Commerce. 


which comprises the eleven states 
west of the Rockies. 

W. E. MclIlroy, formerly with 
Permite has been appointed sales 
manager of the eastern division. 


Must Have Auto License 


MONTREAL.—According to a rul- 
ing received from the Department of 
Highways, Toronto, a motorcycle op- 
erator’s license does not permit the 
holder to operate an automobile in 
Ontario although an automobile op- 
erator’s license permits the holder to 
operate a motorcycle providing cer- 
tain tests are made. 


GENERAL MOTORS GROUP 


Chevrolet 


15 
28 


460 
447) 
43) 


52 


516| 
484 
63 
2} 93 
1040! 987 
950| 877 
46 58 
41 46 
305, 338 
345| 327| 
64) 41) 
62) 51 
132| 132 
173} 190 
55) 37) 
74| 48 
139) 146 
112| 86 
2284, 2318) 
2256) 2202 


3053 
2957 
583 
606 
4981 
4107! 
478 
353. 


4033 
729 
774 

8074 

6406 
613 
458 

3433 

3105 
611 
585 

2128 

2299 
454 
433 

1391 
847 

21802 
18940 


70) 
80) 











131) 
160) 


NEW PASSENGER CAR REGISTRA 


CHRYSLER GROUP 


51153 
37036 


39230 


29922 
24873 
11105| 23577 
1458] 11352] 26886] 42342 

3270] 21180]. 41186]. 70642 | 
2583| 17506| 34615} 58987] 
4286] 28395] 55679] 95012] 
3084| 20302 
4655| 27832| 55637| 94727 

2957| 20092) 43713] 71979 

5280| 26841) 54009] 92045 | 
2917| 18693} 40263] 66651] 


15240 
8978 


2325 
1261 
1763 


3666 
1924 
2785 
2646 
5006 
4283 
6652 
5204 
6603 
5217 
5915 
4778 


42707| 71297] 105479 


FORD GROUP 


856 
297 


637 
316 
1027 
433 


9169 
4240 
6651 
3651 
13100 
5393 


51545 
46421 
44423 
65070 
1016; 70287 
142} 95128 
1400] 87702] 18956 
190/105669 6952 
85209| 1367| 86576] 17950 
93467) 211 93678 | 7082 
80527! 1243) 81770 16174 
83273) 159] 83432 6758 
1322} 83025 15482 


801 
115 
699 
113 


50744 
46306 


43724 
64957 
69271 
94986 


86302 
541 


1209)1 
549 
ar 
529 

1018 


1310/111853 


GENERAL MOTORS GROUP 


Chevrolet 


6 
E 
an 
=: 
° 


94667 
41772 
78394 
51864 
134933 
90263 
178371 
117654 
174513 
102421 


9377 
5864 
7848 
8737 
14559 
13449 


11552 
4453 
9363 
9220 
17633 
14755 
1448] 24682) 20122 
75083} 1379] 17661| 16038 
09598| 1394) 23956) 20406 
59209| 1593] 17930} 16058 
02949] 1097| 21556| 19537! 162348 
66054) 1403] 16421] 14978) 106143 
99678] 1024] 19602/ 18693) 155497 


14 
369 
568 
404 

1040 
500 


62999 
26549 
53327 
29536 
87574 
55733 


5462) 25838] 51764! 88789] 81703 
3057| 18951} 40674) 67224] 83203 


"36 5725 
35] 4542 
"36 764| 
35 609} 
36] 37116 
35] 29203 


July 
457| 71226] 1101] 15682) 15208] 110324 


642} 3502) 7108] 12016] 10251! 191| 10442 1820} 157) 15092! 131| 2284) 2318] 21802 
395| 2681] 6351) 10036] 11963 16] 11979 776| 45/ 13501! 160) 2256) 2202) 18940 


27683/159933|318882|543614 | 507731| 8039|515770] 99302) 7249|643070| 7416|130628/112860| 1000525 
17712|118555|260082|425552 | 583634| 1075584709] 41552| 3167|/396891| 6909| 98328| 92534| 639381 





1. Chicago (1895) 2. Thomas Jefferson 
3. It is brazed in a reducing atmosphere 


4. A spot in the Atlantic Ocean 


129} 83332] 6700 


~ Total, 11 States 
for August 


Total to Date 











5. Fishing (trolling) 





Work Will Be 
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Farm-Industrial Village to Be Built by Henry F one 


‘Alternated 


Between Fields, Plants 


L’ANSE, Mich.—A model farm- 


industrial village will rise in a 
near-by forest, as a part of Henry 
Ford’s' back-to-the-land move- 
ment, when relocation of a sec- 
tion of highway US-41 is com- 
pleted. 

Tentative plans call for the ex- 
penditure of $2,000,000 on a saw- 
mill, which already is in opera- 
tion; homes and farms for 30 
families and a lake to be fed by 
Plumbago Creek. The village will 
be on the banks of the creek. 

Ford has contributed steam 
shovels and tractors to speed the 
relocation of the highway, which 
is being carried out as a WPA 
project for the state highway de- 
partment. A part of the village 
may be built this fall. 

Residents of the village, to be 
named Woodlawn, will be chosen 
from Ford employes in L’Anse, 
Pequaming and other Upper Pen- 
insula towns where the Ford Mo- 
tor Co. has vast lumbering inter- 
ests. Each will be given an op- 
portunity to purchase 350 acres, 
partly cleared, on a rental basis. 

In the summer the men will 
farm their cleared land to sup- 
plement their wages. The remain- 
der of the year they will cut logs 
and convert them into lumber at 
the mill, which has a capacity of 
about 40,000 board feet daily. 

The town site is not far from 
the Huron Mountain retreat, 
where Mr. and Mrs. Ford spend 
several weeks each summer. Ford 
was almost a daily visitor at the} 





village location while he was at 
the camp this summer. He was 
present for the first operations of 
the mill in August. 


The plans call for landscaping 


of the shores of the lake that 
eventually is to be created on 
what is now swamp land between 
the home sites and the mill. The 
lake would be formed by dam- 
ming Plumbago Creek, both for 
beautification and to _ provide 
power. 

Ford has established several 
farm-industrial communities in 
Southern Michigan but this is his 
first large-scale development of 
the kind in the Upper Peninsula. 


Government Finds 
478,554 Persons 
Jobs in Industry 


WASHINGTON. — The United 
States Employment Service of the 
Department of Labor placed 478,- 
554 persons in private industry 
during April, May, June and July 
compared with 413,841 in the cor- 
responding period of last year, 
Secretary Perkins announced 
Tuesday. 

These figures do not refer to 
permanent jobs, as a large per- 
centage of the placements are only 
for temporary periods. Thus, the 
number permanently re- ~employed 





PLYMOUTH SALUTES HARVARD: Plymouth has presented Harvard’s School of Business with a 


model of its plant in recognition of the school’s high standards. 


Left to right are: 


Dean Wallace B. 


Donham, Harvard University; B. E. Hutchinson, chairman of the board, Plymouth Motors; Profs. C. P. 


Biddle and George F. Doriot, Harvard University, and Plymouth’s vice-president, Harry G. Moock. 


in private industry is probably 
a comparatively small percentage 
of the figures given. 

At the same time, Miss Perkins 
declared that the additional allo- 
cation to the employment service 
of $2,500,000, announced by Presi- 
dent Roosevelt in his speech Sun- 
day night, will be used to extend 
and intensify the relationship of 
the service with private em- 
ployers. 


11 STATES FOR AUGUST, 1936-1935 


figures will appear each week until all 48 states or completed United States totals for the months have been printed 


Complete cumulative 


States previously shown include Delaware, 


AUBURN 


HUDS. GROUP ; NASH GROUP | 


STATES 


"36 | 


Total, 3 States 
35] 


for August 


243 
192 


LaFayette 


103 95 
198 110 


198 | 
308 | 


South Carolina aad Wisconsin 





FWD Names Giessel 

CLINTONVILLE, Wis.—E. i 
Giessel has been appointed sunken 
of the parts, shipping and service 
departments of the Four Wheel 
Drive Auto Co., it was announced 
this week. With the company since 
1930, Giessel filled a position in the 
factory, became parts manager and 
recently served as special assistant 
to W. A. Olen, president. As serv- 
ice manager, he succeeds Charles 
H. Redman, who resigned effective 
Sept. 1. 


NON-AFFILIATED GROUP 


| 21-22—Reading, 


Heads Denver Branch 


DENVER.—M. D. Brown, former- 
ly of Omaha, Nebr., took charge as 
new branch manager of the local 
plant of the Ford Motor Co. He 
succeeds B. W. Slagle, former Den- 
ver manager, who was transferred 
to Houston, Texas, June 1. Brown 
is originally a Kansas City man. He 
has been manager of the Ford 
branch plants at Memphis, Kansas 
City and Omaha. He addressed a 
gathering of Denver Ford dealers 
at a luncheon in the Cosmopolitan 
hotel here one noon during the 


| week. Since Slagle left in June, C. 
| F. Aurand, assistant branch mana- 


ger, has been in acting charge of 
the Denver plant. 


Coming Events 


SEPTEMBER 
7-12—Pittsburgh. American 
ciety, semi-annual meeting. 
Pa. Pennsylvania Automotive 
Assn. Sixteenth annual convention. 
Abraham Lincoln Hotel. 


Chemical So- 


11] 
10] 
283 | 
400] 
21] 
is| 
55 
90 
47| 
53] 
171 
22 | 
21] 
321 
19] 
34] 
6721 
967] 


30 + "? 4 
3 7 
129 


36] 
"B54 23 
"36 383 
°35 290 224 
"36 63 10 
*B5 20 j 26 7 
36] 114 27 
35] 93 53 
36] 94 27 
35] 81 30 
"361 80 11 6 
35] 77 17 5 
36] 45 7 14 
35] 17; 


16 15 
"35 21 


30) i J 13 
"36 1113! 219) 1332] 329) 343) 
*B5 822} 281| 1103] 560) 407) 


Arkansas 


OCTOBER 
i-11—Paris. Automobile salon 
12—Mineola, L. 1. Automobile race 
velt Field, Mineola, L. I. 
| 15-24—London. Thirtieth International Auto- 
1092 | mobile Exposition. Olympia. 
6719 19-21—Chicago. American Trucking Assn 
oe nual convention. Stevens Hotel 
6642 | 19.22. Louls. National Assn, of Inde- 
1609 pendent Tire Dealers, Inc. Annual 
aa convention. Statler Hotel. 
1671 19-23—Cleveland. American Society for Metals, 
4529 an — A yee and Ex- 
5003 position [exposition a 
1221 
1205 


3032 


Illinois Roose- 


n~ 
= 
— 





11 
11 
28 
37 
20 


Idaho 


21 
30 82 
6 24 

9 25 
12 
16 
27 
19 
19 
13 
238 
232| 


Missouri 





Montana 


66 
36 
27 
21 
55 
30 
1052 
625 


> Dh) — no A) bo 
ee es ee | ee eee | cee 
oh on) 


North Carolina 





NOVEMBER 


3-7—Newark, N. J, National 
Show. 
9-12—Chicago. American Petroleum Institute, 
17th annual meeting. 
9-14—Des Moines, la. Automobile Show 
11-18—New York. Automobile Show. Grand 
Central Palace. 
12-19—Philadelphia, Pa. Automobile Show. 
13-19—Toledo. Automobile show. 
14-20—Columbus. Automobile Show. 
14-21—Boston. Automobile Show. 
14-21—Chicago. Automobile Show. 
14-21—Detroit, Automobile Show 
14-21—Indianapolis, Ind. Automobile Show. 
14-21—San Francisco. Automobile Show. 
14-21—Seattie, Wash. Automobile Show. 
Auditorium. 
14-21—Washington, 
14-22—Los Angeles. 
15-22—St. Louis. Automobile Show. 
15-21—Cincinnati. Automobile Show. 
*16-21—Denver. Automobile Show. 
16-21—Ottawa, Can. Auto Show, 
Laurier, Ottawa, Canada. 
16-21—Pittsburgh, Pa. Automobile Show 
19-20—New York. National Industrial Traffic 
league. Annual Meeting. 
19-25—Asbury Park, N. J. Automobile Show. 
*20-26—Lansing, Mich. Automobile Show. 
21-28—Cleveland. Automobile Show. 
21-28—Brooklyn, N. Y. Automobile Show. 
*21-28—Buffalo. Automobile Show. 
21-28—Minneapolis, Minn. Automobile Show. 
21-28—Newark, N. J. Automobile Show. 
21-29—Kansas City. Automobile Show. 
22-29-——-Milwaukee. Automobile Show. 
22-29—Portiand, Ore. Automobile Show. 
23-28—Meriden, Conn. Automobile Show. 
28-Dec. 5—Baltimore. Automobile Show. 
28-Dec. 5—Hartford, Conn. Automobile Show. 
28-Dec. 5—Rochester, N. Y. Automobile Show. 
*30-Dec. 5—Peoria. Automobile Show. 
30-Dee. 5—New York National Exposition of 
Power and Mechanical Engineering. 
Biennial] meeting. 


DECEMBER 
ASI Show. Navy Pier. 


w 


Motor Truck 


Utah 


_ 
— 








th 
1 


44] 
59] 


West Virginia 


Total, 11 States 
for August 


TIONS REPORTED TO DATE, °36-35 


HUDS. GROUP | NASH GROUP | AUBURN NON-AFFILIATED GROUP 


Civie 


D. C. Automobile Show. 
Automobile Show. 


MONTHS 


= 
2 
> 
« 
lu 
% 
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Chateau 


215782 
136635 
176668 
| 170615 
16] 301272 
56] 261477 
87] 397190 
62] 319650 
1208] 392750 
__ 52] 293199 
954] 369423 
51] 280360 
675] 357490 
34] 285178 
1052 32) 421) 66) 5] 48141 
625| 9) 55 624) 70| 2] 44807 
34825) 488 2312) 41342 7708/2978 | 2258712 
474 2399| 25613) 6100) 454]1791921| 


3943/ 
2677 
3199} 
2123) 6: 
5703) 
3304 
7775! 
4527) _ 
7657! 1309 
4479; 981 
7187! 1539 
3966| 1062 
5457| 1513 
8913] 1157 


11 
108 
22 
89 


707 
267 
781 
637) 
~~ 799| 16! 
974 
994 
952) 


328; 3030 
552) 431 
| "2424! 
348) 
| 4739 
928 
6690 
| 3236 
| 6302 
3964 
5518 
4313 
5070 
4242 


201 
| 486 
182 
423 
266 
482 
| 426] 
564] 
453 
561 


6413 

4327 

4963 

4533 

| 8244] 
6433 | 
12697 | 
8700] 
'12146] 
| 8599] 
1987|10789 | 
2192| 7896] 
8407| 184910256] 
5454| 2081] 7535] 


eunnery 3010} 


3727 
3269) 
6324 
4589 
9888) 
6156 
9535] 
6113 
8802 
5704 


798 
900} 
1290 
1323 
1654 
1891 
2021 
1838 
1837) 
1728 
151| 148! 299] 1925 92 
522| | 522] 1763! 727 
36] 1113) 219 1332] 329 343) 672] | 18! 44] 238 8 
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Wall Street 


Truck and Bus 
Expansion Seen 
In Near Future 


By C. J. ALEXANDER 

NEW YORK.—Consensus in 
financial quarters here is that 
Reo was right when it said the 
day had passed 
when trucks and 
buses could be 
treated as “side 
lines.” Reo’s 
move in concen- 
trating on com- 
mercial vehicles 
alone was hailed 
as a wise step 
in view of the 
rapidly expand- 
ing use of the 
bus and truck. 
C. J. Alexander The feeling 
here is that not only will buses 
continue to replace city and in- 
terurban electric lines but that 
the co-ordination of rail-truck- 
bus by the railroads is in its in- 
fancy. A great expansion in 
operation of trucks and buses by 
railways is being predicted as a 
result of federal regulation of 
interstate highway transporta- 
tion. Also, the rails are finding 
important economies in the use 
of highway vehicles at a time 
when such economies are greatly 
needed. 


Losses Will Be Offset 


Wall Street believes that while 
some small operators will be ab- 
sorbed by large ones under gov- 
ernment regulation, the losses in 
the number of vehicles on the 
roads through such absorption 
will be more than offset by in- 
creases in the number of vehicles 
operated by the large companies 
and the railroads. For the first 
time the railroads feel that they 
can enter the business of high- 
way transportation without fear 
of losses due to rate cutting by 
uncontrolled competition. 

The response to the Reo an- 
nouncement was an advance in 
the company’s stock, greater per- 
centagewise than the rise in 
automotive shares as a _ whole. 
Confidence in investment circles 
in the immediate future of the 


automobile industry was reflected | 


in action of the stocks this week. 
The price average of car and 
truck issues reached a new high 
for the year, carrying the com- 
posite ADN price to a new high. 

General Motors, Chrysler, Pack- 
ard and Reo were active on the 
upside and among the parts and 
accessories, Borg-Warner, Briggs 
and Eaton were outstanding. Tire 
and rubber stocks were un- 
changed to higher. 


Price Averages 


The ADWN stock price averages 
for Sept. 9 compared as follows 
with the week preceding and a 
year ago: 

This 

Week Change 
49.74 +1.43 
52.51 +1.52 


Last 
Week 
24 Motors 48.31 
10 Car-truck co's... 50.99 
10 Parts-accessories. 42.12 43.53 +-1.41 32.08 
4 Tires-rubber..... 26.89 27.36 +0.47 15.48 
The previous high for the 24 
stocks was established on Apr. 8, 
when the index stood at 49.41 and 
the previous year’s high for car 
and truck stock prices was 52.35, 
reached on July 15. Parts and 
accessory shares are within strik- 
ing distance of their high of 
44.29, made on Mar. 4, but the 
tires and rubber still are well be- 
low the high of 30.72 reached on 
Apr. 15. 


Stockholders were almost unani- 
mous in their approval of the 
recapitalization plan of the B. F. 
Goodrich Co. when it was sub- 
mitted to them for vote Wednes- 
day afternoon. This will take 
care of the arrears on the pre- 
ferred stock and clear the way 
for the refunding which has been 
hanging fire for several months. 

Directors of L. A. Young Spring 
& Wire this week declared an 
extra dividend of 25 cents a share 
on the capital stock in addition 
to the regular quarterly of 75 


Year 
Ago 
32.80 
34.39 


cents, both payable Oct. 1 to stock 
of record Sept. 21. Noblitt-Sparks 
Industries declared 50 cents, as 
against 37% cents _ previously, 
payable Oct. 1 to stock of record 
Sept. 21. Trico Products declared 
the regular quarterly of 62% 
cents, payable Oct. 1 to stock of 
record Sept. 10. 


Declaring the first dividend in 
six years, Goodrich started the 
new $5 cumulative preferred stock 
off with a $1.25 payment to be 
made Sept. 30. 


Midland Steel Products voted 
$1.25 on its common stock, as 
against 25 cents in the three pre- 
ceding quarters. This company 
paid no dividends in 1933, 1934 
or 1935. 


American Chain declared $8 on 
account of accumulations on its 
preferred stock, payable Sept. 21 
to stock of record Sept. 18. This 
company paid $3.24 on accumula- 
tions on July 1. 


Another company dependent 
largely on the automobile manu- 
facturers for business, Ross Gear 
& Tool, declared this week a 
dividend of 60 cents on its capital 
stock, payable Oct. 1 to stock of 
record Sept. 20. This company 
July 1 paid 30 cents regular and 
20 cents extra. 


Firestone Buys Plant 


TORONTO. — Firestone Tire and 
Rubber Co. of Canada, Ltd., with 
plant at Hamilton, Ont., has pur- 
chased the plant of the Oxford 
Knitting Mills, Ltd., at Woodstock, 
Ont., which has been vacant for sev- 
eral years, and will now be equipped 
for the manufacture of tire cord 
fabrics. It is understood about 200 
persons will be employed. Previously 
Firestone, in common with most of 
the other tire manufacturers in 
Canada, purchased fabric either in 
the open market or from the Good- 
year Cotton Co., of St. Hyacinthe, 
Quebec. 


Wisconsin. Plant 


MILWAUKEE. — The Wisconsin 
Machinery & Mfg. Co. of this city, 
manufacturers of Wisconsin pistons, 
dry cylinder sleeves and cylinder 
sleeve assemblies, broke ground for 
= addition to their plant on Aug. 
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Hails Reo Truck Concentration Move 


Last Minute Wall Street Wires 
From C. J. ALEXANDER 


Wall Street Correspondent, Automotive Daily News 





New York, Sept. 11 (3:00 P.M.).—Packard continued to be 
the center of trading interest in automotive stocks today 
and it led the market in turnover but with only a frac- 


tional change in price. 


The other motors were dull and 


mixed with a renewal of important investment interests 
awaiting beginning of larger scale operations on new 


models. 


Goodrich Declares Dividend; 
Readjustment is Approved 


NEW YORK.—Following stock- 
holders’ approval of readjustment 
of the company’s capital struc- 
ture, directors of B. F. Goodrich 
Co. Wednesday declared a quar- 
terly dividend of $1.25 a share on 
the new $5 cumulative preferred 
stock. 

The dividend, the first in six 
years, is payable Sept. 30 to hold- 
ers of record Sept. 23. 

The plan which provides for 
creation of a new $5 no par pre- 
ferred stock to be exchanged for 
the present 7 per cent $100 par 
preferred stock was approved by 
greater than the required two- 
thirds majority of outstanding 
shares of both the $7 preferred 
and common stock. 

More than 217,500 shares of the 
$7 preferred were voted in favor 
of the plan while 1,580 were cast 
against it. More than 823,400 com- 
mon shares were voted for and 
1,800 against. There are presently 
outstanding 294,308 shares of $7 
preferred and 1,156,101 common 
shares. 


Under the terms of the plan 1.4 
shares of the new preferred plus 
% share of common would be 
given in exchange for each share 
of $7 preferred. Dividends on the 


new preferred stock are cumula- 
tive from July 1, 1936, and those 
paid prior to July 1, 1938 are pay- 
able in cash or in shares of the 
new preferred stock, or partly in 
each. 

Giving effect to the exchange 
proposal there would be outstand- 
ing 412,031 shares of new $5 pre- 
ferred and 1,314,296 shares of com- 
mon. 


Casco Products Earnings 


Higher for Five Months 

DETROIT. Casco Products 
Corp. estimated earnings for five 
months ended July 31, 1936, to- 
taled $113,383 after depreciation 
and federal income tax provision 
but before surtax on undistributed 
profits, equal to 73 cents a share 
on 155,000 no par capital shares, 
compared with profit of $50,580 or 
32 cents a share on present share 
basis in corresponding period of 
previous year. 

Sales for the five months totaled 
$886,146 compared with $535,063 in 
like 1935 period, an increase of 
65.7 per cent. August sales were 
approximately 101 per cent greater 
than a year ago. 


AUTOMOTIVE STOCK QUOTATIONS 


AT CLOSE OF MARKETS, FRIDAY, SEPTEMBER 11, 1936 
(Furnished by Wm. C. Roney Company, Union Guardian Bldg., Detroit) 


NEW YORK 


Allis Chalmers Mfg 
American Car & Foundry 
American Chain 

Auburn Auto 

Bendix Aviation 
Bethlehem Steel 

Bohn Aluminum & Brass. 
Borg-Warner 

Briggs Mfg. 

Budd Mfg. Co., E. G 
Budd Wheel Co 
Chrysler 

Clark Equipment 
Cleveland Gr. Br. 
Collins & Aikman 
Commercial Credit 
Commercial Inv. T. 
Continental Motors 
Curtiss-Wright 
Curtiss-Wright . 

du Pont de Nemours 
Eaton Mfg. 

Electric Auto-Lite 
Electric Storage Battery 
Evans Products 

Federal Motor 

Firestone Tire & Rubber 
Gabriel Co. A 


1] General Electric (80c) 


General Motors 
Glidden 


Graham-Paige 

Hayes Body Corp 
Houdaille-Hershey B 
Houdaille-Hershey A 
Hudson Motor ...... 
Hupp Motor 
International Harvester 
Johns- Manville 
Kelsey-Hayes Wheel 
Kelsey-Hayes Wheel B 


Last Sale 
Sept.11 Sept. 4 


1936 
High Low 
545% | 161, 12 
48, | 701, 47, 
58 35 22% 
31, | 40% 275% 
29% | 48% 215% 
68/4 | 412 28% 
42%, | 22/2 15% 
797/_ | 2254 14 
58. | 21% 15 
137%, | 221 14%, 
10, | 13% 67/3 
114, | 381, 287s 
35 8, 4s 
37Yg | 265 167% 
56%, | 17 1244 
804, | 93, 53/4 
81% 29%, 13% 
2% | 2442 16/2 
6/2 114% 9% 
19g | 12% 8, 
157Y2 | 3234 245% 
37 23%, 124 
424 Y, 56 
47, 3144 
3042 16% 
9 94), 
27% 18% 
6%, 8% 
47g 42), 
67 
42% 
24, 24% 
25 21% 


Lee Rubber & Tire 
Libbey-Owens-Ford Glass 
Ludlum Steel 

Mack Trucks (1) 
Midland Steel . 

Motor Products 


Packard 
Raybestos-Manhattan 
Reo Motor 

Republic Steel Corp 
Socony Vacuum 

Sparks- Withington 

occ b ks ha.cu ae bke O 8's 
Stewart-Warner 
Studebaker 

Thermoid Co. 
Thompson Products 
Timken-Detroit Axle 
Timken Roller Bear. 

U. S. Industrial Alcohol 


Last Sale 


NEW YORK Sept. 11 Sept. 4 


67), 
27% 
39% 
45% 
39, 
21% 


Westinghouse E. & M. ......... 
White Motors 

Yellow Truck 

Young Spring & Wire, 


CHICAGO 


Asbestos Mfg. 
Bendix Aviation 


64 Borg-Warner 


22% 
38, 


Houdaille-Hershey B 
Modine Mfg. 


32 Perfect Circle 


2% 


9) 2 
52 


Pines Winterfront 


DETROIT 


15 Murray Corp. 


Lack of Quorum 


Prevents Hupp 
Annual Meeting 


DETROIT.—The annual meet- 
ing of stockholders of Hupp Mo- 
tor Car Co., which was to have 
been held this week at Richmond, 
Va., was adjourned until Sept. 23 
because of lack of quorum. 

The management recently an- 
nounced that it hoped to have a 
plan for additional financing pre- 
pared in time for the meeting, 
and that some work had been 
done on designing a 1937 car, but 
that funds for its production were 
lacking. 


Jobs in Toledo 
Gain Rapidly 
As Trade Hums 


TOLEDO.—The first half of 
September saw a big gain in em- 
ployment in Toledo plants as a 
result of the opening drive for 
parts for new 1937 motor cars. 

Fifty-one plants here added 666 
workmen to bring their total to 
17,294 at the beginning of the sec- 
ond week and this was 14 per cent 
more men at work than in the 
same plants a year ago. 

The Interlake Iron Co. blew in 
a furnace, the closure plant of 
Owens-Illinois Glass Co. began 
operations after being closed for 
nine weeks because of jurisdic- 
tional dispute, and retooling op- 
erations were started at Willys- 
Overland with a view of having 
finished cars off the line by Nov. 5. 


General business was up 27 per 
cent over last year as measured 
by dollar turnover. 


South Africans Buy More 
New Cars Than in 1935 


WASHINGTON. — The demand 
for new automobiles in South Af- 
rica during the current year has 
averaged 25 per cent in excess of 
1935, according to a report to the 
U. S. Commerce Department from 
its Johannesburg office. In view of 
the fact that the European popu- 
lation of the country is steadily 
increasing, it is believed that this 
increased demand is on a sound 
basis and may be expected to 
continue, it was stated. 


New car registrations in Johan- 
nesburg for both March and May 
exceeded 4,000 units compared 
with 2,500 and 3,100 units, respect- 
ively, in the corresponding months 
of last year. At Capetown sales 
of new cars were unusually heavy 
during the first month of the sec- 
ond quarter, but they tapered off 
during May and were slack in 
June. Taken as a whole, however, 
1936 business is running well 
above the level of that for either 
1935 or 1934, according to the 
Commerce Department. 


‘Budd Directors 


PHILADELPHIA. — George Ww. 
Norris, of Philadelphia, former Gov- 
ernor of the Federal Reserve Bank 
of Philadelphia, and Matthew 8. 
Sloan, of New York, chairman of 
the board and president of the 
Missouri, Kansas and Texas Rail- 
road, have been elected directors of 
the Edward G. Budd Manufacturing 
Co. to fill vacancies on the board, it 
was announced this week. . 

Norris also was elected chairman 
of the finance committee, consisting 
of himself, Sloan and W. W. Col- 
pitts, of New York. 


Acquire Plant 


ALLIANCE, O.— Officials of the 
Kelvinator Corp. of Detroit and 
Dexter Co. of Fairfield, Iowa, have 
reached an agreement to acquire the 
plant here of the Buckeye Jack 
Mfg. Co., makers of a patented au- 
tomobile jack. 
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He waces War on WEAKNESS 








How a Puny Orphan Through His Own Winning Fight for 
Strength, Developed the World’s Most Vital Editorial Technique 


ACK in the nineties a pamphlet appeared 

—just an ordinary circular, nothing more 
—recommending an exerciser owned by an 
obscure health enthusiast named Macfadden. 
On it were emblazoned the words, ‘““Weak- 
ness a Crime: Don’t Be a Criminal!” 

Crammed with hard-hitting health facts, it 
waged war on weakness. It became Physical 
Culture, the first of Bernarr Macfadden’s 
amazing group of magazines headed now by 
Liberty—the dramatic, human weekly—True 
Story, and the Women’s Group. 

In this humble beginning, the world first 
met the editorial technique of Bernarr Mac- 
fadden. His technique literally “sold” physi- 
cal education to America. Leaders urged it. 
Cities took it up. Schools, from coast to coast, 


adopted it. Today that editorial technique 
has built one of the most potent publishing 
enterprises in the world—a family of maga- 
zines of stupendous circulation, imposing 
power, and unequalled responsiveness to 
advertising. 

Few people think of Macfadden as the 
great editor. The world knows Macfadden, 
the crusader, because of his fights against 
weakness, against prudery, for sane foods, 
for sane living. Yet these very crusades, and 
his own early hardships, hopes, and ambi- 
tions, developed an editorial technique so 
different, and so vital that it amounts almost 
to new psychological discovery. 

Macfadden digs down to the very funda- 
mentals of life. His millions of letters from 


people; his Penny Restaurants, his health re- 
sorts and other philanthropies, have let him 
know people as no other editor has known 
them—their way of living, their problems, 
their hopes. He senses their thoughts. He sees 
as they see. His technique is to edit close to 
people by editing close to life itself. That ex- 
plains the unique vitality of every Macfad- 
den publication. 

Macfadden today inspires more people 
than any other magazine editor. His followers 
are millions. His magazines have a vital in- 
dividuality. Not one of them apes a competi- 
tor. Not one is just another magazine. By its 
own right each Macfadden Magazine is a 
consiructive force with worth-while people 
—because it mirrors life as it is lived today. 


This series of advertisements is sponsored by Physical Culture, the first of the family of Macfadden Magazines 


LIBERTY - TRUE STORY 


MACFADDEN WOMEN’S GROUP 


PHYSICAL CULTURE - PHOTOPLAY - THE DETECTIVE GROUP 
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MESSAGE TO ALL DODGE-PLYMOUTH DEALERS— 


the income from service and parts operations. We are 


right now enjoying a volume from these departments 





HH a timely comment from a highly successful 


Dodge-Plymouth Dealer: 
that we never dreamed possible.” 


“T notice that our dealers, in reporting increasing 
sales, mention only the triple profits resulting from the 
sale of Dodge and Plymouth cars and Dodge trucks. 
While this feature undoubtedly puts our dealership 
head and shoulders above others from a money- 
making standpoint, there is still another unlimited and 
continuous source of profits that cannot be overlooked — 


It is a pleasure to acknowledge this sound reminder. 


Everyone will agree that, in the light of skyrocketing 


sales, expanding service and parts opportunities repre- 
sent one of the most important avenues of profit open 


to Dodge and Plymouth dealers. 


Cordially, 
DODGE DIVISION OF CHRYSLER CORPORATION 1 





